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How To Keep Route Sales Growing 


Three case histories pinpoint specific things 
progressive laundrymen are doing to improve 
pickup-and-delivery service ... which is still 
our industry’s chief source of revenue 
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PRESS PADS 


for finer finish and long, l-o-n-g wear! 


Now Whitehouse brings you the new SEMI- 
PERMANENT N-11 press pads—the latest develop- 
ment using miracle fibre N-11 construction! 

Flatwork ironer pads made with N-11 have proved 
to be a tremendous success. Semi-permanent N-11 
press pads broaden the application of this amazing 
material to wider uses in the laundry field. 


BIG COST SAVINGS 


New N-11 press pads cost only a fraction of what 
you pay for combination asbestos steel wool flannel 
pads. Yet they give you months of wear—PLUS long- 





NYLON PRODUCTS 





360 FURMAN 


STREET 


lasting resilience that means extra fine quality work. 

In wearing qualities N-11 construction pads are far 
ahead of ordinary nylon or cotton flannel. Yes, N-11 
pads are built to last and last and LAST. This means 
real money savings for you! 


ONLY ONE N-11 PAD PER PRESS 


One N-11 pad can replace nylon flannel, cotton flan- 
nel, or ‘‘combination’’ asbestos pad. And you'll be 
amazed at the fine finish you get with semi-permanent 
N-11. Ask your jobber today about N-11 pads. Or 
write us for free information! 


CONTINUED LEADERSHIP 
THROUGH CONSTANT RESEARCH 


°° BROOKLYN 1, N. Y. 








V ERS All copper, dovhiorestine’ 
| ermanently insulated. In 
“ : 4 sizes: (15-gal.) B3-2, 


Cut costs — boost 


LIQUID SOAP MAKER 


Saves time and supplies. Galv. 
steel in 3 sizes: (30-gal.) Bé-1, 
(60-gal.) B6-2, (100-gal.) B6-3. 


BISHOP 

PUF-FINISHERS 

Heads tilt over board; no 
reaching. B5-18X (shown): 


#3, #22, #52 heads, 


spray iron, spray gun. 


BISHOP 3-SHELF 
TRANSPORTER 


Model B29-11 


finished work. 26” wide 
ng deep x 64” high. 
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BISHOP SHIRTRANSPORTS 


Cut handling %; fold up 
to save space. All steel. In 
2 sizes: 629-50 (for 50 
shirts); 829-100 (100 shirts). 
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STARCH COOKERS 






(25-gal.) B3-5, (50-gal.) 
B3-11. 


production and profit 
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STAINLESS STEEL : 
TRUCK TUB BOOSTS PRODUCTION 

ainless steel. N 5 . hand smoothly, com- 
roagsorsine In 3 a ' prank ou ha grab it, squeeze 
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5 (:2) 22” x 34” x 25 it! Instant action! Lightest 
ad B2-13 (-3) 26 * Fastest . . Easiest to operate 


36” x 25” deep 
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SHIRT-BIN UNITS 
_for Any Lot System 





15-BIN | | : , 
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five bins wide or from 13° above floor... to 37° above floor ae from 13° above floor... to 37° above floor 
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three bins wide 









Bid goodbye to the shirt-sorting department . . . its labor, its space, its 
walking and handling. Stop mix-ups, losses, service delays. Now your 
folders can do the sorting—faster, better, more economically, and give 
you 50% more sorting—with Bishop Folder-Sorters. You save at least 
one handling per shirt. Bundles go direct from folder to checker-wrapper 
without in-between handling that causes losses and breaks down quality. 
With @ Bishop 10-Bin, 15-Bin or 20-Bin Folder-Sorter at each shirt table, 
your folders sort as they go—without loss of folding production, with 
fewer sorting errors—and cut hours per day from bundle-processing time. 

- : Users report lower claims, improved quality, faster service, with reduced 
10-Bin Unit > ’~ ~ labor cost. Savings amount to over $1,000 yearly for each shirt unit! 


B29-l0101 = 
MO 


AS SHE FOLDS.. x WIDE HIGH FF BIN ” 
N READY FOR w | 10-Bin Unit, Model B29-10108 10-Bin Unit, Model 829-10138 
| 10-Bin Unit, Model B29-10101 10-Bin Unit, Model B29-10131 
| 15-Bin Unit, Model B29-15101 15-Bin Unit, Model B29-15131 | 
20-Bin Unit, Model B29-20101 20-Bin Unit, Model B29-20131 | 
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Believe It or Not 


but remember you heard it here 
first,” said the speaker in concluding a 
short talk on the prospects for the forth- 
coming presidential elections. 

If you have wondered what the line- 
up would be in 1960, you can stop won- 
dering right now. Our informant, who 
has had his finger on the political pulse 
of Washington for a good many years, 
assured us that the die had already been 
cast. Not only for 1960, but for the 
1964 and 1968 races as well. 

He sees the trend towards 
noe cane Sethe Shwe Vow Pamed Up tate? ... By Henry Meadser labor government which will be brought 

The Bureau of Laundry and Dry Cleaning Standards finds that we are to culmination by the Democratic party 
overlooking sales opportunities because of slipshod telephone handling in cooperation with labor. He 
will come about in this way: 

“In 1960, the Democrats will run Lyn- 
don Johnson for president and John Ken- 
nedy will be his running mate. If for 
some reason Mr, Johnson does not run, 
then the most likely candidate will be 
Stuart Symington and Adlai Stevenson. 

“There is still some doubt as to the 
advisability of putting Senator Kennedy 
in the top spot in 60 since there’s no 
telling how the electorate will react to a 
Catholic candidate. But he will be offered 
the presidency in 1964 on a slate that in- 
cludes labor leader Walter Reuther for 
vice-president. 

“In 1968,” our informant tells us, “it’s 
Mr. Reuther for president.” 

And what about the Republicans? Our 
informant told us that the party label has 
lost all meaning and the Republican party 
will disintegrate by 1964. 

Business is expected to prosper as us- 
ual, but the atmosphere promises to be a 
little more confining for management. 
One of the first steps anticipated is to in- 
crease the minimum wage to $1.25 an 
hour. Businessmen and manufacturers 
must convince the public of the necessity 


HOW TO KEEP ROUTE SALES GROWING 
Three Plants Do It: 


By Going out to meet the market (Honor Award Winner) . .By Mr. 
and Mrs. Eberhard F. Burk 


By keeping distribution costs way down 
By experimenting with a new kind of delivery vehicle 


How To Get Good Men To Work for You By Norman F. Bayles 
A diaper service operator describes an unusual incentive program that won 
him Honors in Starchroom’s Parade of Progress contest 


socialist- 


says it 


Forecast: 1959 Is the Year of the Bounce-Back 
Five laundry leaders take a look at last year’s industry sales record and 
make some predictions for the future 


The $64,000 Question By Henry Mozdzer 


Should you enlarge your plant or seek another way to increase productive 
capacity? A hospital laundry provides an answer 


It All Starts With the Net 


This is the first article in Starchroom’s new series on Laundry Textiles 


Coin-Op Sets Pattern for Expansion By Harry Yeates 


Index of 1958 Articles in Starchroom Laundry Journal 


What You Should Know About Traps By Joseph C. McCabe 


DEPARTMENTS 
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Editorial Obituaries 


Convention Calendar of profit. 
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Rhapsody in Bellew 


Laundry News Notes ........ 
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That’s what the man said; take it or 
leave it—Henry Mozdzer 


REPRINT SERVICE FOR OUR 
READERS—Please write promptly tf you 
want reprints of any article appearing in 
this issue. Cost is $13 per 100, one side of 
a single sheet; $21 per 100, two sides of a 
single sheet (8% x11), Additional 100’s at 
$1.70, one side; $1.90, two sides 
order is 100 reprints. For reprints 
or reprinted spreads or folders, 
write for prices and additional informa- 
tion, All prices F.O.B, Lancaster, Pa, 
Address the Editor 

StarcHroom LAUNDRY JOURNAL 

305 East 45th Street, New York 17, N. Y. 
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ALL RESINTEX 100 PRESS 
COVERS are equipped 
with a new type draw 
cord that will last for the 
life of the cover. 
* 

RESINTEX 100 is avail- 
able with SKIRTS or 
PUNCHED HOLES. Also 
available by the yard. 


RESINTEX 





100 


LONG LASTING 





Guaranteed to last at least 12 weeks 


in actual operation 


TOUGH — Stands up under any production schedule. 
FLEXIBLE — Has plenty of resiliency and “give”. 
CONSTANT QUALITY — Due to quality control, possible because 


finishing operations are done in our own plant. 


ABRASION RESISTANT — Tough fibers made tougher by Gibraltar 


finishing. 5 
FINELY WOVEN SURFACE — Gives your work a plus... smoother 
Tgelal lire Bi 


Sold Through Leading 
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GIBRALTAR 
FABRICS, inc. 


254 — 36th Street, Brooklyn 32, N. Y. 
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All-Purpose Marking Pen 


A new double-duty, all-pur- 
pose marking pen which, it is 
claimed, can be used for both 
drycleaning and laundry mark- 
introduced — by 
Company, 

indelible 
KD-7, in 
will 


ng, has been 
Newhouse Specialty 
“The  jet-black 
ink, called formula 
the big brass cartridge, 
stand up indefinitely under your 
charge system and all types of 
cleaning fluids, laundering and 
bleaches,” says E. J. Newhouse, 


Inc, 


president. 

According to the 
each pen is perfectly balanced 
with a specially designed point 
for smooth writing at all times. 
It comes in two sizes, with or 
chain, and is 


company, 


without counter 
not refillable. 

For further information write 
to Newhouse Specialty Com- 
pany, San Fernando Rd., P. O. 
Box 1289, Glendale, Calif. 


Catalog on Storage Areas 

Walter Haertel Company is 
now offering a new catalog de- 
signed to show cleaners and 
launderers the kind of storage 
areas best suited to their indi- 
vidual needs, according to Wal- 
ter Haertel, president. 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 


JOURNAL. 











Titled “Changing Space Into 
Profit,” the new catalog clarifies 
the many new concepts, meth- 
ods and terms that have re- 
cently come into use in the 
garment storage field. It an- 
swers questions like “What To 
Store?”, “How Large a Storage 
Area?’”, “Where To Store?” and 
“How Much Insulation Should 
I Use?” 

The catalog also describes 
many of Haertel’s new Vault- 
master storage units and the 
Drum-master, its new unit for 
cleaning garments of both nat- 
ural and man-made fur. 

For a copy of the new book- 
let write to the Walter Haertel 
Company, 2840 Fourth Ave. S., 
Minneapolis 8, Minn. 


Air-Driven Marking Machine 
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The National Marking Ma- 
chine Co. has announced a new 
air-driven marking machine for 
property identification of linens 
and other articles. Known as 
the National Di-Mark, the de- 
vice will handle any custom- 
engraved die up to a maximum 
size of 4 by 6 inches. The die 
will also accommodate selective 
inserts. 

The Di-Mark can be used 
with both visible and invisible 
National inks. For permanent 
marks that will last the life of 
the marked articles, National 
recommends the National Di- 
Mark and Thermo-Set unit il- 
lustrated. This unit uses Na- 
tional heat-set Resisto Ink. 

For further information write 
to The National Marking Ma- 


chine Co,, 4026-30 Cherry St., 
Cincinnati 23, Ohio. 


Automatic Coin Laundry Aid 


An automatic coin vendor of 
laundry supply products espe- 
cially designed for coin-oper- 
ated laundries is being offered 
by Kaleen Chemical Corp., ac- 
cording to an announcement by 
Louis Twersky, president. The 
new machine has a completely 
new inner mechanism which is 
guaranteed to be trouble-free. 

The new 1959 Kal-Vend is 
said to have one of the largest 
capacities of such vendors on 
the market today—168 _pack- 
ages in 6 columns. The 5-cent 
vendor comes in a_ two-tone 
blue steel cabinet 74 inches 
high by 29% inches wide by 
13% inches deep. It is primar- 
ily designed to sell Kaleen’s line 
of premeasured laundering aids 
—Kal synthetic soap, Kal chlo- 
rine bleach, Kal powdered blue- 
ing and Kal ammonia powder 

For further information write 
to Kaleen Chemical Corp., 241 
Church St., New York 11, N. Y. 


New Folding Table 


An all-metal folding table 
which is said to be the equiva- 
lent of a semi-automatic fold- 
ing table has been introduced 
by Time Savers, Inc. 

The unit, called the Fold- 
King, includes Time Savers’ air- 
activated expanding Collar 
Form-R with its troublefree 
heating device. The Fold-Mas- 
ter folding device standardizes 
folding and reduces operating 
training to a few hours, 

The table has a large shelf 
for storage of supplies. A metal 
compartment tray holds an 
hour’s supply of bags, collar 
supports, etc. The unit has ele- 
vating screw adjustments to fit 
any operator's height. 

The unit, finished in mottled 
green, requires 30 by 36 inches 
of floor space. 

For additional information 
write to Time Savers, Inc., 83- 
99 Walnut St., Montclair, N. J. 


New Keever Press Pad 


A new press pad, said to be 
entirely unharmed by tempera- 
ture far in excess of any found 
on laundry presses, has been in- 
troduced by The Keever Starch 
Company. 

Called Temp-Hold, the new 
press pad is reported to retain 
heat seven times longer than 
any conventional padding cur- 
rently on the market. The high 
heat-retention properties result 
in shorter drying time and in- 
creased production, Keever 
states. 

Temp-Hold also features re- 
silience and smoothness which 
the manufacturer claims pro 
duce an over-all premium fin- 
ish and quality without addi 
tional padding costs. 

Temp-Hold may be installed 
over any metallic pad which is 
in good condition. It is covered 
with one piece of flannel or its 
equivalent and the usual top 
cover, 

Temp-Hold is available for 
collar-and-cuff presses and com- 
bination — collar- yoke - and - cuff 
presses. 

For further information write 
to The Keever Starch Company, 
538 E. Town St., Columbus 15, 
Ohio. 


Troy Washer-Extractor 


The new Troy WX Washer- 
Extractor offered by Troy 
Laundry Machinery Division 
takes the place of two conven- 
tional machines, washer and ex- 
tractor, It is said to process a 
complete laundry load, ready 
for ironing or pressing, in the 
same time normally required for 
washing only in a conventional 
machine. According to the man- 
ufacturer, the machine is un- 
complicated in design and as 


Continued on page 72 
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Laundry service must be sold! 


HERE'S A WORKABLE PLAN TO CREATE BUSINESS 
INSTEAD OF WAITING FOR IT 


First consider this: Thanks to technological advances, 
laundries can now offer better quality work and 
faster service than ever before. Washing formulas 
that used to take 75 minutes are now down to 45 
minutes or even less. The time required for finishing 
shirts has almost been cut in half. 

Yet customers aren’t breaking down doors to get in, 
or swamping your switchboard with oceans of orders. 


Basic question: Does laundry service have to be sold? 
You probably won’t have to look any further than 
your own sales to know that the answer is yes. 

It has to be sold against the housewife doing her 
own wash. 

She must be sold on quality, speed, and the low 
cost in terms of her own time. 


What are you doing about it? 
If you're a typical, conscientious laundry owner you're 
doing something — in terms of quality control or em- 
plovee relations. But chances are your sales people 
are not doing enough actual selling. 


What to do about it 
You need a plan. One that works 52 weeks every 
vear. For example, when the bakery salesman comes 
to your door he always has a special feature that 


yandotte 


CHEMICALS 
J. B. FORD DIVISION 


SPECIALISTS IN LAUNDRY WASHING PRODUCTS 


eo ee ee 


January, 1959 


Wyandotte Chemicals Corporation 
Department 3107 

Wyandotte, Michigan 

Yes! I’d like to create more business! Rush free copy of 55-page book, 
A Return to Selling!, to: 


Your Name 


Address 


tempts the housewife into buying something more. 
Even the milkman has regular promotion items. Do 
you have this plus advantage with your customers ? 


A return to selling 


The Wyandotte Laundry & Textile Department has 
made an exhaustive study of the laundry and dry- 
cleaning business as a service to the industry. The 
result is a new 55-page book entitled, A Return to 
Selling! 


This exciting volume presents a sales plan for laun 
dries that will produce extra profits for you 865 days 
of the year. It covers such subjects as: “How spiraling 
wages nearly wrecked an industry”... “How a game 
turns pride into profits” .. .“‘How to turn routemen into 
salesmen” ... “There’s good money in wool blankets, 
do you get your share?” —and many, many more. 


Get started now 


This plan applies to both large and small plants. It’s 
available to all laundries without cost or obligation 
Send for it, today. Or request a copy from your 
Wyandotte representative. Remember: The market is 
big. The need exists now. The business is there. The 
plan will work. Let it work for you. Wyandotte 
Chemicals Corporation, Wyandotte, Michigan. Also 
Los Nietos, California. Offices in principal cities. 


CLIP AND MAIL TODAY! 


FREE! 


Name of Laundry 
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Tomorrow may be too late 

The letter reprinted here came from an executive of a ladies’ 
ready-to-wear store located in a small Northwestern city. It 
was one of several dozen inquiries we received from persons 
outside our industry during the past few weeks. 

The letters, telephone calls and personal visitations came as 
a result of a two-page article devoted to automatic coin-oper- 
ated laundries which ran in Barron’s November 10, 1958. 

The publication is a national business and financial weekly 
which goes out to some 1,200 banks, insurance companies, 
trusts and other investors who pay $75 a year to get it. 

The queries were directed to StARCHROOM LAUNDRY JOURNAL 
because, without our knowledge, Barron's had ascribed certain 
quotations to us. And the readers therefore regarded us as a 
likely source for additional information on the coin-op trend. 

For the most part they wanted to know if the coin-op field 
was as good as it sounded. They were conservative in their esti- 
mates of the profit one might expect but felt that anything offer- 
ing over 20 percent return was worth looking into. 

Most were engaged in one type of business or another and 
regarded coin-ops as a profitable sideline venture. One old 
gentleman who owned a valve factory told us he wanted to 
diversify his interests and capital. He, like several others, was 
more interested in a chain of coin-ops than in one outlet. 

Not one of the number indicated that he had previous experi- 
ence in any type of laundry business. And none seemed to think 
it essential so long as they could get a good repairman. They 
were not concerned about the fact that as competition got 
keener they might have to step in and offer more service. 

We call our readers’ attention to this letter because we want 
to point out that there are many, many persons outside the 
industry who are very enthusiastic about coin-op prospects. 
And who are willing to take a chance on it. These investors will 
be your competitors in many areas. 

If you haven't investigated the possibilities of this field, now 
is the time to do it. As professional launderers you have many 
natural advantages which should not be regarded lightly. 

First, there’s know-how, not only the laundering kind— 
although that helps—but the promotional kind as well. 

Second, in many cases existing plants already have estab- 
lished outlets which could be converted to combination coin-ops 
and branch offices. (See the Barlow story in this issue. This 
plant started out with a straight coin-op. It did so well that 
management opened a new combination outlet. Their next 
move is to install coin-washer equipment in one of their dry- 
cleaning package plants. ) 

Don't delay any longer, if you are on the fence. Consider the 
prospects in your neighborhood and make your decision now. 
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You're bound to progress with Prosperity 
— the leader in new developments for laun- 
dering and dry cleaning. And with 
Prosperity your production soars, too. 
Advanced systems bring you the benefits of 
modern technology, and Prosperity 
engineers assist you in laying out new 
plants or remodeling existing shops. And 
when you're progressive and productive, the 
payoff is in bigger profits. 


Because Prosperity realizes that it takes more than fine equipment 


to keep your business growing, they constantly expand and improve those 


special business services which are so important to you. Here are two newly 


streamlined services which Prosperity makes available to the entire industry. 


NEW - PURCHASE 


FINANCING 


Prosperity equipment quickly pays 
for itself —and we can prove it. But 
we know that the initial investment in 
new systems calls for financial assist- 
ance. Our knowledge of you — and our 
equipment — gives us the best qualifi- 
cations to assist you in financing your 
new purchase. In addition, Prosperity 
representatives are trained to give you 
expert counseling on money matters, 
and are always available to discuss 
your business problems and aims. See 
your local Prosperity man, or write to- 
day, to: 


— NEW SERVICE 
AND PARTS PROGRAM 


Now, there’s a Prosperity factory service and 
parts center almost at your doorstep — wherever 
youre located. In more than 50 strategically 
located cities, Prosperity will have new factory 
offices with service and parts experts, as well as 
sales engineers. Your service will be speeded and 
streamlined. Within minutes of your call a Pros- 
perity service engineer will be attending to it. 
Needed parts can be on hand immediately. For 
the address of the new factory office nearest you, 
write to: 





Te PROSPERITY Greeny 


DIVISION OF WARD INDUSTRIES CORPORATION 


FACTORY AND GENERAL OFFICES, SYRACUSE, N.Y.— SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 


Copyright 1958, The Prosperity Company For District Office phone number, refer to the yellow pages in your phone book. 
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ROUTE SALES 
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GROWING 





STARCHROOM LAUNDRY JOURNAL'S Parade of Progress 
contest :evealed surprisingly little interest in route 


sales development aS a means ot increasing business 





Yet, in spite of all the emphasis that has been placed 
on over-the-counter sales in recent vears, the biggest 


part of the professional laundry industry's sales 








dollar is still derived from its routes. 





One of our most recent surveys shows that bette: 
than three-quarters of the plants offer pickup-and 
delivery service which accounts for 50 to 100 
percent of their entire volume. And we know that 
many, many more are rediscove ring truck routes as 


a means of extending their market coverage 


AANA, 


The three case histories on the following pages 
serve to illustrate just a few of the ways and means 
progressive Jaundrymen are using to keep this 
important and profitable service growing. In 


subsequent issues, STARCHROOM LAUNDRY JOURNAI 


will intensify its coverage of pickup-and-delivery 


service with additional case histories to keep present 





bord 


as well as prospec tive. route ope rators poste d on 


the latest developments in this field 
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THREE PLANTS DO IT 


by going out to meet the market 
with faster service and improved product 


By MR. AND MRS. EBERHARD F. BURK 


THE SETTING for this story is Ca- Mat one of the largest and most pro- friends he set up a small laundry 
racas, Venezuela, a fast-growing city gressive laundries in South America. equipped with a 2-girl shirt unit, a 
of one million inhabitants. The story The story really begins in 1950 couple of presses and four 25-pound 
itself is an example of American enter- when an American businessman paid washers. These plus a delivery truck 
prise in a foreign land. It tells of some a visit to Caracas. He was not im- were all shipped in from the States. 
pressed by the kind of laundry service An American instructor was also 
brought in to teach the 12 employees 
20 


of the peculiar problems that were 
met and how these were eventually he found and thought he could do 


resolved to make Lavanderia Lay-O- better. With some other interested Continued on page 





Blakely Laundry uses a custom-made 8-by-10-foot body on a standard truck chassis. The trucks cover 120 miles per week and average $700 


plus in sales. Distribution costs are 2.63 percent 
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PARADE OF PROGRESS 





Scooter fleet helps Lav-O-Mat solve distribution problems peculiar to its market area in Caracas, Venezuela. Boy drivers handle 70 percent 


of the route volume 





by keeping distribution costs way down 
and offering a liberalized charge-account service 


ROUTE SALES are the backbone of 
the laundry industry. There’s no ques- 
about it at Blakely Laundry 
Company in Trenton, New Jersey. 
Blakely services over 90 percent of 
its customers with its fleet of 38 de- 
livery trucks. And here’s a significant 
fact: Blakely’s distribution cost is 
30 percent below the national average 
for laundries of its type! 

The low cost of distribution and a 
high-volume charge-account system 
have helped make Blakely the largest 
laundry of its kind in south and cen- 
tral New Jersey. 

Blakely’s distribution cost figures 
are best appreciated against the back- 
ground of a survey on operating cost 


tion 
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percentages conducted by the Ameri- 
cua Institute of Laundering in 1957. 
This shows that the national average 
cost of running delivery trucks, includ- 
ing gas, oil, service, depreciation, in 
surance and incidentals, is 3.91 per- 
cent of sales. 

In laundry-drycleaning plants com- 
parable in size to Blakely’s, the aver- 
3.96 Blakely’s 
distribution cost is 2.63 percent! 


age cost is percent. 

Paul Plough, Jr., treasurer and sales 
manager of the company, 
Blakely’s approach to truck distribu 
tion: 

“We believe that if we give the 
right route salesman the right truck, 
he will produce—make 


outlines 


money for 


himself and for us. Because of their 


many small-bundle stops, our route 


can walk 
into and out of safely and efficiently 


salesmen need trucks they 


They also need trucks that are easy to 
park, 


easy to drive. These factors 
make for maximum productivity, low- 
cost operation.” 

Since abandoning horse-drawn de- 
livery during the 1920's, 
Blakely has tested many kinds of de- 


livery trucks and truck bodies 


wagons 


Today 
most of the company’s large fleet is 
composed of one-ton units with a spe- 
cially designed body on a_ standard 
chassis. 

“Driver convenience, durability and 


Continued on page 24 





The choice is yours! Unlimited flexibility makes American Single-Buck ForMatic 
the most practical shirt finishing unit you can own. Readily adaptable to any system, 
and geared to meet changing conditions, the ForMatic actually gives you a choice of 
3 different types of unitsin 1! 
As a 2-girl unit, work is carefully balanced between the two operators. Operator 
#1 finishes sleeves and folds finished shirts. Operator #2 finishes collars and cuffs 
plus entire shirt front and body including yoke and shoulders. No separate yoke press 
is needed. 
As a1%-girl unit, the Formatic really becomes a complete shirt-finishing de part- 
ment. One girl does all the machine finishing. The other girl folds finished shirts, also 
prepares shirts for press operator, sews on missing buttons, sorts and packages fin- 
ished shirts. 
As a 1-girl unit, a single operator does all the machine finishing. Shirts then go to 
a centralized location for folding. 

Whichever method you choose, the Single-Buck Formatic Unit will add tremendous 
versatility to your shirt-finishing operation. For more information, contact your nearby 


American Man from the Factory, or mail coupon. 


THE AMERICAN LAUNDRY MACHINERY COMPANY, CINCINNATI 12, OHIO 








. . « It’s a 2-girl Unit 
It’s a 1%-girl Unit — Cae 


It’s a 1-girl Unit 


get more from 
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The American Laundry Machinery Company 


Cincinnati 12, Ohio 

Please send complete information on Single-Buck Formatic 
Shirt Unit. 

Name 


Care of 


Address 


City Zone 











y a “aA 


HOW TO KEEP ROUTE SALES GROWING ... 
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Briarcliff’s experiment with small trucks has been most encouraging thus far. Fleet carries ‘‘Fetch-It Man’ 


and trucks are coral-colored to appeal to women 


" trademark 


by experimenting with a new kind of 
delivery vehicle after months of planning 


A NUMBER of laundryowners have 
purchased one or two small foreign 
trucks as spare runabouts—usually out 
of- curiosity and for their attention 
value. But there is still some question 
as to whether or not these vehicles 
can be successfully adapted for Amer- 
ican laundry and drycleaning pickup 
and delivery on a day-in-day-out basis. 


By HENRY MOZDZER 


One of the few plants to experiment 
with small trucks toward this end is 
Briarcliff Laundry of Briarcliff Manor, 
New York. Victor Dalgoutte, president 
of this suburban New York City plant 
and immediate past president of the 
American Institute of Laundering, re- 


® 8 , il —4 i heal 
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Business side of vehicle shows part of truck interior through loading doors and man unloading 
soiled work onto platform at rear. Truck has 94 ¥ -inch wheelbase and is just under 68 inches wide 
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ports a good start in this venture be- 
gun last April. 

Mr. Dalgoutte credits eight months 
of advanced planning as the key factor 
in successfully adapting the vehicles 
to the needs of laundry rqute work. 

Briarcliff arranged for the purchase 
and conversion of eight trucks, and 
the story of the installation of cab 
features, rails, racks and_ soil-work 
areas is a study in the peculiarities of 
family route business. 

To set the stage, Briarcliff offers 
week-to-week delivery service. About 
85 percent of the route volume is in 
laundry, the balance in drycleaning. 
Routes average $700 to $750 per 
week. 

To meet these requirements, pay- 
load area had to be carefully planned, 
and to meet route salesmen’s require- 
ments, standard cab features had to 
be revised considerably. 

An H-shaped bin was_ installed 
along one wall behind the driver’s seat. 
It measures 69 inches in length and 
is 23 inches wide. The shelf, 22 inches 

Continued on page 18 
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$$ POINT OF NO RETURN $$ 
Are You Keeping a Lookout For It? 


First jab of the year by Poke 


If you failed to see it, you had better a a 
look behind you mighty fast because §— 
you may have passed it. It’s what 
airline pilots call ‘the point of no re- 
turn.” So, before you've got too far 
into this new year, better check up 
on your production. It might sputter 
and die; the oil may be leaking out 

of your cash register. 

You know—when you got into this 
business I’m sure you had the idea 
you were going to make some money 
at it and have something to retire on. The ‘ell of it is, so 
few of us have made the grade or ever will. ' 

Following the November election we can expect fur- 
ther increases in labor costs to meet us head-on—and 
that, in the not too distant future. 

No doubt we shall have a very liberal Congress (with 
our money), so it is my opinion that you folks in the 
laundry business should plan at once to make use of 
the small number of engineers available who know the 


M, A. Pocock 


laundry business. True, their first cost seems high, very 
high for most of you, BUT ways they find of saving 
money for you keep on saving for you over the years— 
thus, $100 spent for one day might bring back $1,000 
during the year and each year thereafter. Where can 
you beat an investment like that? 

Don't overlook most of our machinery salesmen: 
many have more on the ball than just that mercenary 
look that you seem to see when one calls on you. It's 
not the immediate profit that counts with these fellows; 
it is the fact that they represent real machinery manu- 
facturers who will continue to live with you and for 
your business, firms who have engineers who do know 
how to fit machines into your plant, one at a time, until 
you have a modern, money making plant. 

Better start thinking about SAGER Spreaders. 1958 
was 60% better than 1957 (and that was durn good), 
and we are already working on 1959 with over 25% of 
this year’s volume already on order. Might be that 
orders placed late will be too late for delivery in 1959. 


WU. A. (Poke) Pocock 


Modernize for PROFIT With a SAGER 


A New England Laundryowner Writes: 
“We feel that it is the best purchase from every standpoint that 
we have ever made in over 70 years of business.” 


A West Coast Laundryowner Writes: 
“Our Spreader has been in use about 12 years and has saved 
more per dollar invested than any equipment we have ever had. 


More Sheets— 


Fewer Operators 


With a SAGER Spreader, one girl 
does the work of two or more hand 
shakers and does it easier and 
faster. With a SAGER “B,” you 
can handle up to 3,000 sheets and 
spreads per day. Above that quan- 
tity, you probably need a SAGER 


Reduces Labor Turnover 


No more back-breaking lifting and 
nerve-wracking hand work. Your 
SAGER operators like their jobs 
and stay on them. You know what 
this means to your social security 
accounting, as well as to general 
efficiency. 


No Price Increase! 
In spite of greatly increased manu- 
facturing costs, the selling prices of 
SAGER SPREADERS have not 
been raised. The tremendous in- 
crease in SAGER sales volume has 
made this possible. 
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* Write For Full Facts 


If yours is a laundry handling 1,200 
or more sheets and spreads per day, 
you can’t afford to be without a 
SAGER Spreader in these times of 
high labor and tough competition. 
Write today for details and the 
names of progressive laundries all 
over the world which have reduced 
their flatwork ironing costs from 
40% to 60% with these labor sav- 
ing machines, But write us only if 
your sheet and spread production 
is 1,200 or more daily. 


Please send us full facts about your labor-saving Sager Spreaders. 


M. A. Pocock 

1236 Central Ave., N. E. 
Minneapolis 13, Minnesota 
Firm. 

Street_ 

City 

a 


Print your name 





View of Sager “B” Spreader. Handles 
1,200 to 3,000 sheets and spreads per day 


“100,000 road miles- 


double that in engine 
miles - without 
having the pan off!" 
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says C. A. Siple, Proprietor 
Pennsylvania Truck Leasing C 


Pittsburgh, Pa. 
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“Our Fords hold up 
better... are more 
economical to operate 


“A striking example of their durability is 
the 100,000 road miles on a ’51 Ford F-350 
... With only routine maintenance. 


“The majority of our 297 trucks, leased 
to the Country Belle Cooperative Farmers, 
are Fords. We’ve found that standardizing 
on Ford trucks makes for easier servicing 
and better availability of parts. That’s be- 
cause there are Ford Dealers in all the rural 
areas we serve, as well as in the big cities. 


“Our Ford 1- and 1%-ton retail and 
wholesale delivery trucks cover a moun- 
tainous territory which takes real stamina. 
Our records show a substantial savings in 
cost of operation, and a minimum of time 
lost due to breakdowns. 


“Country Belle drivers are enthusiastic 
about their Ford route delivery trucks. 
Thanks to the peppy Ford Six, they get to 
their routes faster and have more time for 
sales work. 


“We also have tractor-trailer units for 
transporting bulk milk. And we have a new 
59 Ford Extra Heavy with Super Duty 
V-8 on order.” 


for sa vings with ‘59 Ford Trucks! 


Join the Ford-ward march to savings! 
Whatever type of delivery vehicle you 
need ... whether it be a conventional 
unit similar to those used by the 
Country Belle Cooperative Farmers 
or a forward-control Parcel Delivery 
shown here .. . you'll be ahead with 
a Ford. And for ’59, there are even 
more reasons to invest in a Ford truck. 


You'll find: 


Sleek new Courier Sedan Delivery 
on 118” wheelbase. 


1959 FORD PARCEL DELIVERY SERIES TRUCKS are 
available in windshield-front-end or stripped- 
chassis models. Bodies from 250- to 525-cu. ft. ea- 
pacity can be mounted quickly and economically. 


New gasoline economy from the 
industry’s most modern and ad- 
vanced 6-cylinder engines. 


Smoothest ride of any half-ton 
pickup on the road today. 


And for the 13th straight year, inde- 
pendent insurance studies prove that 
Ford trucks last longer! For a truck 
that goes all out to save time, work 
and money on your job, see your local 
Ford Dealer and go Ford-ward for 
savings, style and stamina! 


COST LESS 


TOO! 


Rugged durability in the box girder 
construction of the Styleside pick- 
up’s cab-wide box. 

Wide choice of transmissions in- 
cluding Ford’s new Heavy Duty 
Cruise-O-Matic. 


FORD 


LESS TO OWN...LESS TO RUN...LAST LONGER, 











Continued from page 14 

off the truck floor, is tilted back to 
keep shirt boxes in position. Two dry- 
cleaning rails run the length of the 
truck—each 76 inches long. This ar- 
rangement made it possible for the 
route salesman to load the truck with- 
out climbing inside. 

To provide space for soiled bundles, 
an area in the rear of the truck, over 
the engine, was partly fenced off with 
a 12-inch-high board and_ flexible 
roping. It holds 350 to 400 pounds of 
soiled laundry. Additional incoming 
soiled bundles gradually take up the 
area vacated by delivered work. 

In converting the cab, Briarcliff had 
swivel seats installed in all its trucks 
and considers them a must for this 
type of small-truck route operation. 
With the standard fixed-seat arrange- 
ment, the route salesman would have 
to get out of the driver’s door on the 
left side and walk clear around the 
trucks to get to the loading doors on 
the opposite side. The swivel seat, in- 
stalled as special equipment for $175 
per truck, now makes it possible for 
the salesman to pivot the seat to the 
right and use the loading doors for 
both exit and entry. 

Each cab was also equipped with 
work trays or desks to hold route 
books, to write tickets on and _ store 
do-overs. 

All these changes took a great deal 
of planning and consideration. Briar- 
cliff was especially fortunate in that 
the truck distributor with his offices, 
garage and parts supply depot was 
located nearby—within a half dozen 
miles of the plant. This proved particu- 
larly convenient since decisions could 


be reached and changes made in a 
matter of minutes. 

The distributor’s availability also 
played a key role in training the route 
salesmen in vehicle operation. He pro- 
vided a film, lecture and demonstra- 
tion when the changeover took place. 
His proximity was also a determining 
factor when Briarcliff management de- 
cided to let him handle the mainte- 
nance for the entire fleet. 

Operating results have been good 
thus far. According to Briarcliff’s gen- 
eral manager, Robert Calhoon, the 
small trucks have been able to main- 
tain route averages without difficulty. 
Best record to date: One of the small 
trucks did $1,450 worth of business 
with 23 percent of the sales in dry- 
cleaning during a five-day work week. 
Normal one-run schedules have been 
kept, with no midday reloads. 

The peak load for one day’s delivery 
was $478. But Mr. Calhoon admits 
that this was really too much to han- 
dle conveniently. 

Salesmen’s reaction was skeptical at 
first. The trucks have a different shift 
pattern, and do have a tendency to 
“windwander” with light loads. On 
the other hand, the men complete 
their rounds faster and report less 
fatigue because of parking ease and 
excellent traction in bad weather on 
the somewhat treacherous terrain of 
hilly countryside around the plant. 

No difficulty is reported from driv- 
ers above average height, with credit 
going to the swivel seat’s help in get- 
ting in and out. 

Since these trucks are powered by 
an air-cooled engine, the men had to 
be educated to watch the fan belt 











carefully. A red light on the instru- 
ment panel warns them if the gener- 
ator or cooling system is not working 
properly. And they have been given 
instructions on how to make a fan- 
belt replacement on the road. How- 
ever, only one fan belt had to be re- 
placed during the first six months of 
operation. 

Generally speaking, the men have 
learned to handle the vehicles well 
and are quite sold on them. 

Mr. Calhoon reports very favorable 
operating costs for his new fleet, in 
addition to savings in initial cost. The 
trucks average 350 miles per week 
each and the fleet averages 24 miles 
per gallon. 

Maintenance is handled by the local 
distributor on a_ per-mile, per-truck 
basis. At the present time the rate is 
1.946 cents for the first 15,000 miles 
and 2.260 cents for the next 15,000. 
This covers lubrication and _ replace- 
ment of parts on everything except 
“hardware and glass.” 

According to Mr. Calhoon, it costs 
Briarcliff approximately $22 a week 
to keep each truck on the road. Insur- 
ance, maintenance, depreciation, gas, 
licensing, etc., are included. ; 

Naturally, Briarcliff doesn’t yet have 
the answers to long-term maintenance, 
repairs and over-all fleet cost for the 
life of each vehicle. That’s still the 
big question to be answered and only 
time will tell. 

However, Briarcliff management is 
enthusiastic about the little trucks, just 
as it is on routes as a key factor in 
profitable laundry operation. We'll go 
back for more answers at about 55,000 
miles of operation. [10 
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Cab modification included installation of swivel seat permitting Rear view shows how area over engine was adapted for storing soiled bun- 
loading doors to be used for both exit and entry. Other addi- dles using board and flexible roping. Truck payload is rated at 1,830 pounds 
tions include work tray for driver and H-shaped laundry bin at left not including weight of driver 
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“we put. 
the soft touch 
in shirts with 


MAGIC RINSE 


says Jerry Goldberg, Vice-Pres., D. O. Summers, 
Cleaners and Launderers, Cleveland, Ohio. 


“Pressing equipment used to make our ‘no starch’ shirts 
stiff until we started using Magic Rinse,” reports Jerry 
Goldberg, whose laundry processes 30,000 shirts per 
week. “Today we sell no-starch laundering with the 
greatest customer satisfaction ever. In starched shirts 
we've eliminated scratchy collars and cuffs without 
affecting firmness. 


“We're convinced the soft touch by Magic Rinse is 
what our customers want.” 
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...and our customers 
love it,”’ 


Magic Rinse costs just 1/40c per shirt . . . offers these 


additional advantages. 

EASY TO USE: Magic Rinse allows you to keep present 
formulas and procedures. Simply add prescribed 
dosage in the final rinse. 

SPEEDS PRODUCTION: Wash extracts in two-thirds the 
time .. . wrinkle-free, speeding shakeout and improv- 
ing pressing and ironing time. 

THE SPECIAL BLEND of quaternary compounds in Magic 
Rinse inhibits perspiration odor, keeps washables 
fresher longer. 

MAGIC RINSE is available in 50 pound pails from sup- 
pliers in many areas. If your supplier does not have 
Magic Rinse, write us for details. We can ship direct, 
freight prepaid. 


A Product of Edmar Chemical Co. 
3939 Valley Road, Cleveland 9, Ohio 
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Larger small trucks shuttle back and forth between Lav-O-Mat's main plant and dozen branch offices every three hours to give fast 


service to customers in outlying areas 


Continued from page 10 
and to get the plant in operating order. 

After two years, the plant was still 
in trouble. Its volume was in white 
suits and sheets and about 2,000 shirts 
per week. The income hardly covered 
the costs. 

It was during the next six years, 
however—and particularly since Janu- 
ary 1957—that the operation was 
given a thorough overhauling and set 
on its feet. 

Today Lav-O-Mat employs 240 peo- 
ple to handle the weekly volume of 
35,000 shirts, 13,000 pounds of flat- 
work and 5,000 dryclean suits. Be- 
sides the main plant, the company 
now includes a fast-service or express 
plant, 12 branch stores and 42 routes. 

In January 1957, our weekly sales 
totaled $11,000. About 18 months lat- 
er our sales jumped to $30,000 per 
week. Our production per employee 
increased from $105 to $134 while 
our prices stayed the same. 

There are many reasons for Lav- 
O-Mat’s increased sales and improved 
production. Here are a few of them: 


Air-cushioned shirts: Up until 1957, 
we delivered our shirts in glassine- 
paper bags, with a collar support and 
shirt board. Now we wrap each shirt 
in a printed cellophane 
sheet. We constructed a semi-auto- 
matic table which cuts the sheet from 
a roll to the desired size. The cello- 
phane is folded around the shirt in a 
special form and heat-sealed with a 


four-color 


20 


hand iron in such a way that air is 
trapped in the package. 

We found that the air cushion pro- 
tected the shirt and enabled us to dis- 
pense with the shirt boards. But we 
still use a fancy collar support since it 
helps to get more air into the cushion. 
The elimination of the shirt board ena- 
bled us to improve our package with- 
out increasing the packaging costs. 

Each shirt package goes out with 
a code number stamped on it by an 
IBM_ check-watch. It identifies the 
shirt unit and the exact time the shirt 
was finished. This control system helps 
to maintain the quality of production. 

At the present time we are using 3- 
girl cabinet shirt units having a total 
capacity of 800 shirts an hour for the 
department. Our wrapping girls are 
trained to do 125 shirts an hour. 

The air-cushioned-shirt idea was so 
well received that in a few weeks we 
were receiving requests for service 
from new customers from all parts of 
the city, based on the personal rec- 
ommendation of friends. This posed a 
distribution problem for us because 
the city of Caracas is 15 miles long 
and has no street signs and no house 
numbers. The prospect identifies his 
residence with such descriptive 
phrases as “behind the red door,” “in 
front of the green” or “the driver 
knows me.” 

The area covered by our trucks em- 
braces some of the finest highways in 
the world; there are also districts that 
have no streets at all. 


Distribution revised 

Eventually, we divided the city into 
zones and changed our delivery equip- 
ment. We gave up the idea of using 
large trucks and switched to three- 
wheeled scooters, which provide 
greater Hexibility. The drivers found 
them easier to handle while looking 
for the right house going at a moder- 
ate rate of speed. They were easier to 
turn and park and could be driven 
right up to the customer’s door. 

We found that young boys could 
handle the scooter deliveries just as 
easily after they had been instructed 
in company and vehicle procedures. In 
time, we hired more of them. We put 
them in uniforms, provided them with 
a special instructor and regulated 
them with a customer-control system. 
Today 70 percent of Lav-O-Mat’s de- 
livery work is handled by young boys. 

The only difficulty we experienced 
in using scooters was their limited 
load capacity. They could only carry 
about three hours of work. On far- 
flung routes, the drivers lost too much 
time in making their way through 
heavy traffic and back to the main 
plant. Our delivery schedule suffered. 

This condition, plus the fact that 
we were fast running out of checking 
room at the main plant, brought about 
another change in our distribution 
system. 

We established 12 branch stores in 
key locations around the city. Then 
we took the check-out personnel out 

Continued on page 24 
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year after year— 
hundreds of operators 


UT THEIR COSTS 
xm AD% 


using the FREE Pantex Layout Service 


and the complete Pantex Line! 


WANT PROOF? 


Let Pantex show you how to cut operating 
costs with “Perk-O-Matic”—the simplest 
drycleaning unit to operate and 
maintain... ““Hydro-Air” Press—for 
greater production and dependable, 
trouble-free service... 'Shirt-O-Matic”’ 
Cabinet Bosom-Body Press —for faster, 
low cost, shirt finishing and—all the other 
cost-saving equipment in the 

complete Pantex line! 


MANUFACTURING CORPORATION 


PAWTUCKET, RHODE ISLAND 
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Coming in February .. . 


Service 
to the 
Drycleaning 
Industry 


Keynote of This One and Only Guidebook 
In the Drycleaning Industry: 


Another Practical Textbook Theme 
Your Big 1959 Buyers’ Directory 


1959 marks National Cleaner & Dyer’s 50th consecutive 
year of service to the nation’s leading drycleaners. And 
1959—the anniversary 


ISSUE. 


one of our major enterprises of 


year will be our ANNUAL GUIDEBOOK 


Literally, this issue will be the 


Everybody wants to be a success in business—or wants to 
be more of a success. And that’s exactly what our 1959 
GUIDEBOOK is going to make possible for the thousands 


of drycleaners who get it and put it to direct use. 


Guide to Success in the Drycleaning Business 


National’s editors have combed the country to find drycleaners 
whose operations are outstanding successes. They've analyzed 
. giving hard appraisal to the techniques, meth- 
and, in the 


these successes 
ods and procedures these successes are made of .. . 
1959 GUIDEBOOK, they will be reporting what they’ve learned. 
The success stories you'll be reading in the GUIDEBOOK are 
the stories of veteran subscribers to this magazine . . . drycleaners 
who, through the years, with National helping all the way, have 


a record for progress-in-business that few can equal. 


Practical? Applicable to building business and stacking up profits 
in your plant? Every phase of the drycleaning business will be 
covered in the GUIDE TO SUCCESS—with specific, down-to- 
earth, easy-to-use facts, and with a wealth of working pictures, 
charts and graphs 

Most of you have received National’s past GUIDEBOOKS, and 
we know from your outspoken comments that you’ve used them, 
valued them and profited by them. The GUIDE TO SUCCESS 
IN THE DRYCLEANING BUSINESS will take its place in 


the long line of history-making annuals. Watch for it in February! 





To Serve You and Your Industry Most . . . The 1959 Guidebook Will Get Special Timing 


Although the 1959 GUIDEBOOK will be our 
regular March issue, we're timing it so it reaches 
you in the latter half of February. This special 
timing means it’s the 


Pre-Convention Issue 


It will bring you its big editorial sec- 
tion, its buyers’ directory and manu- 
facturers’ informative advertising be- 
fore you leave home for the N.I.D. 
Convention-Exhibit* 


* Convention Hall, Atlantic City, 
March 5-8. Our booth numbers: B10 
and B11. Be sure to drop in for a 
visit, let us act as your message cen- 
ter, or be of service to you in any 
way we can! 





This is the Issue— 
The GUIDEBOOK of the Drycleaning Industry 
—That brings you 


YOUR COMPLETE BUYERS’ DIRECTORY 





READER AFTER READER says our annual buyers’ directory—alone—is 
worth more than the price of a full year’s subscription. 


They think of the directory as the market place of the industry . . . 


and with good reason. 


It’s the only complete, standard directory available 

to drycleaners. It puts well over 15,000 items 

of helpful buying information at their fingertips. And 
it’s arranged to help them find that information FAST! 


Day-in, day-out, with the Directory you can: 


DIRECTORY CONTENTS 








ABP /ABC 


» Find who makes the particular equipment and supplies 
you want to buy. 


> Find the sources that are nearest and most convenient to 
you. 

» Refresh your memory on products you've seen advertised 
... or that have been recommended to you. 


> Identify products, and their manufacturers, when you know 
them only by trade name. 


» Relocate sources of products that are bought at long-term 
intervals . .. or locate and recall a salesman whose products 
interested you. 


» Contact a new source of supply—or return to a former one 
—if a current source is offering unsatisfactory service. 


» Provide a complete and useful directory to newcomers in 
the field or staff members who move into a buying position. 


All this in the NATIONAL’S 1959 GUIDEBOOK— 
Exclusive in the Drycleaning Industry 


CLASSIFIED DIRECTORY— 

Listing all kinds of drycleaning equipment and 
supplies by product . . . with manufacturers 
of each ... A constant, easy-to-use, ready 
reference on who makes it and sells it. 


TRADE NAME DIRECTORY— 

Alphabetical listing of Trade Name Products 
and their manufacturers . . . A quick means 
of tracking down the source of “Trade 
Name” equipment and supplies. 
MANUFACTURERS’ DIRECTORY— 
Alphabetical listing of manufacturers and 
their home office addresses . . . Full 
information on where to contact companies 
listed in the Classified and Trade Name 
Directories. 


LOCAL BUYERS’ GUIDE— 

Geographical listing of manufacturers’ 
branch offices, distributors and jobbers . . . 
with addresses . . . arranged by states and 
cities . . . A practical direction-finder for 
contacting the nearest sources of equipment 
and supplies. 


First in the Drycleaning Industry Since 1893 


305 East 45th Street, New York 17, N. Y., OREGON 9-4000 
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of the main plant and put four in each 
of the branches. They are responsible 
for marking, sorting and billing the 
work brought in by customers and 
drivers. We shortened the routes by 
having three scooters operating out of 
each branch. 

The soiled work is picked up and 
delivered to the main plant for proc- 
essing every three hours, three times a 
day. The main plant finishes the work 
as a store lot and returns it to the 
branches six hours later for sorting 
and wrapping. Two large trucks, oper- 
ating on what amounts to a split-sec- 
ond timetable, make the rounds be- 
tween the branches and main plant. 
The scooters make the house-to-house 
pickup and deliveries. 

Last year we added a drycleaning 
department to our operation, and the 
regular scooters we were using proved 
to be bought a 


y aa) 


inadequate. So we 


whole new fleet with a special body 
that gave us 40 percent more room. 
Along with the scooter fleet, we 
bought eight trucks to take care of our 
linen supply and industrial accounts. 
This enabled us to handle our in- 
creased laundry volume in addition to 
our drycleaning work, which now 
amounts to over 5,000 suits a week. 

Our branch stores have been a tre- 
mendous help in publicizing our com- 
pany name. We feel they have also 
improved our relations with the public 
since the customers know us better 
and we know exactly what they want. 

The branches are equipped with the 
latest in marking and addressing ma- 
chines, electric staplers, etc., to make 
the operation as efficient as possible. 
At the present time the stores are av- 
eraging $1,800 per week. 

We have an express plant designed 
to give three-hour service. And we 
were thinking of building another 


plant. But first we want to make sure 
we've done all we can to make our 
present operation as efficient and pro- 
ductive as possible. In this respect, 
we have had good experience operat- 
ing on a 65-hour work week. Each 
working group has a day off, replaced 
by a free shift. 

We wash around 60,000 pounds a 
week in a merry-go-round-type wash- 
ing unit. And we are happy to say that 
we're using the same water-line and 
steam capacity that we began with 
18 months ago. 

All of our production employees are 
trained and uniformed. We have mu- 
sic and our plant is air-conditioned. 
We've had our headaches but we've 
had some success, too. We make every 
effort to create a pleasant working- 
family relationship with our employ- 
ees so that Lavenderia Lav-O-Mat will 
mean Quality, Service and Under- 


standing. [IL 


HOW TO KEEP ROUTE SALES GROWING ... 


Continued from page 11 

ease of maintenance are the virtues 
we looked for and found in our pres- 
ent trucks and truck bodies,” Mr. 
Plough says. “We can’t overestimate 
the importance of easy-to-maintain 
trucks in helping us achieve that com- 
petitive distribution cost figure.” 

Nor does Mr. Plough discount 
Blakely’s charge-account system in 
the over-all cost-profits picture. To- 
day 20 percent of the firm’s customers 
use charge accounts. These make up 
30 percent of the company’s gross 
sales. All of Blakely’s business at 
Princeton University and 80 percent 
of its volume in the college town of 
Princeton itself during school term is 
on a charge basis. 

“We bill once a month, just like a 
small department store,” Mr. Plough 
relates. “Our charge business is grow- 
ing so fast that soon we plan to begin 
‘cycle billing’ like the big stores.” 

Blakely processes 8 or 10 new 
charge accounts every week. Applica- 
tions are submitted at the discretion 
of route salesmen, and the company 
has turned down only one application 
in the last six months. 

Blakely’s proved 
that charge customers are easy to hold 
and, if carefully screened, are a very 
good risk. Mr. Plough says he has 
practically no over-all collection prob- 
lems. 


experience — has 


The same conditions prevail at 
Blakely’s branch drop store on Long 
Beach Island which serves about eight 
summer communities. He recalls that 
Blakely has suffered only one signifi- 
cant loss on a charge-account custom- 
er in three years. “This was a custom- 
er whose application I accepted 
myself,” he says. “It was done on a 
personal basis without our usual credit 
check.” 

Charge-account applications sub- 
mitted by Blakely route salesmen 
contain answers to the following ques- 
tions: Where does the applicant work? 
At which bank does he maintain a 
checking account? What other charge 
accounts does he have? Once the 
company accepts a charge account, 
the route salesman is not liable for 
his customer's payments. 

Blakely route salesmen may also 
extend credit to their customers with- 
out a formal investigation. A company 
clerk bills these special customers for 
the route salesmen. 

“Generally speaking, our 
salesmen credit plan usually causes us 
a little more trouble than our regular 
charge accounts,” Mr. Plough says. 
“But in neither case are collection 
problems significant. 

“The principal drawback to charge- 
account business is the fact that route 
salesmen seldom see these customers 
once they are signed up. They do not 


route 


Charge accounts are used by 20 percent of 
Blakely's customers. Route salesman prepares 
to deliver drycleaning order to one of com- 
pany’s 2,300 charge customers at Princeton 
University 


have much of an opportunity to sell 
them extra services. But the advan- 
tages far offset the disadvantages.” 

The Blakely plant covers two acres 
and provides employment for between 
250 and 300 people. The company 
was founded by Rolin Blakely whose 
nephew, Paul Plough, Sr., is now 
president. [0] 
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DOUBLE YOUR 
FLEET LIFE 


Lingy, DIVCOS! 


Replacing worn-out delivery trucks every 5 or 6 
years is a big waste of money. We deliberately 
build DIVCOS to provide long, economical, trouble- 
free service for 10-15 profitable years. If you ex- 
pect to stay in business that long, you should slash 
fleet costs drastically by ordering Long-Life DIVCOS. 


Over 80% of all DIVCOS built are still in use! =e . ~ 
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EFERRED MOST 


Parade of Progress award winner Norman Bayles (left) visits Starchroom's booth at Boston 
Clinic to discuss details of his novel incentive plan with editor Henry Mozdzer 


How To Get Good Men 
To Work for You 


Unusual incentive helps 


this small diaper plant keep erowing 


ina highly competitive labor market 


rTHE BASIC QUESTION a potential 
employee asks himself when applying 
for a position is “What’s in it for me?” 
[he more intelligent he is, the more 
he wants to know beyond the short- 
range prospects of a job. 

rhe type of work, hours and pay 
scale are of immediate importance to 
the applicant since he must meet his 
current living needs, But the intelli- 
gent applicant will look beyond that, 
not only to the growth potential of 
the company which is interviewing 
him, but also to the growth potential 
of the industry as a whole. A young 
man comparing the possibilities in the 
laundry field with those of other 
American businesses may find the 
laundry’s prospects rather bleak. 


Management philosophy 


My approach to the problem is per- 
haps an entirely unconventional one. 
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The social philosophies in which I 
believe and the facts concerning my 
particular business have made this 
solution a valid one under the cir- 
cumstances. 

The facts concerning my diaper 
services are these: We run a small, 
two-truck organization which com- 
mands approximately 60 percent of 
the business in our market area, We 
operate out of a tight little plant that 
gives us maximum efficiency. Produc- 
tion, office administration and general 
overhead costs are on a par with our 
industry. But in the area of collection, 
delivery and selling, our costs are 40 
percent less than the industry average. 
It is this 40 percent that gives us a 
profit margin of approximately 50 per- 
cent above our industry level. 

The fact that we gross over $50,000 
per year per truck makes our current 
operation too profitable to tamper 
with. And the possibility of increas- 


Flu Wiis 


PARADE OF PROGRESS 





By NORMAN J. BAYLES 
Bayless Diaper Service 
Hartford, Connecticut 


Norman Bayles was born and 
raised in New York City. On grad- 
uating from Electrical Trade 
School during the depression years, 
he worked at odd jobs which took 
him to Florida and California. But 
in 1936 he was back again in New 
York. 

He operated a soda fountain for 
the next three years and was mar- 
ried in 1939. Then he decided that 
the city was no place to raise a 
family and moved to his wife’s 
hometown of Syracuse, New York. 
There were more fill-in jobs, but 
all the while he planned to get 
into some sort of business of his 
own. This dream was finally real- 
ized in 1941, when he opened a 
diaper service plant in Hartford, 
Connecticut. 

“My wife drove the truck while 
I did the laundry,” he recalls, “and 
we both held part-time jobs else- 
where until the business was estab- 
lished.” 

Mr. Bayles is a long-time mem- 
ber of the National Institute of 
Diaper Services and is active in 
community affairs. In 1948 he 
helped to organize and was elected 
president of a cooperative real es- 
tate group which developed the 
area in which he now resides. He 
has served on the Board of Educa- 
tion of Bloomfield, Connecticut, 
since 1957. 

About two years ago he decided 
that the diaper service industry 
was a static field which needed 
some diversification to enable it to 
develop the dynamics of other 
American businesses. After con- 
siderable thought he hit on the 
“satellite” program idea which is 
described here. 











ing sales to more than the 60 percent 
against two competitors did not seem 
a profitable way to direct our efforts. 
Our problem has been how to grow 
without disturbing this setup, which 
has also paid me a bonus in the form 
of a two-month vacation each year 
for the past five years. 

We operate in a very tight labor 
market, and my answer to any com- 
petent young man’s question, “What's 

Continued on page 30 
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IMPROVEMENTS 
INCREASE 
OUTPUT 


January, 1959 


TROY SPEEDLINE® 
IRONER 


Now, in addition to greater 
chest area, oversize rolls, and 
all-chain drive, SPEEDLINE 
IRONERS offer these new im- 
provements for even greater 
output of fine quality work: 


@ Magnetic Brake and Infinitely Vari- 
able Speed Drive 


standard features 


Now inc luded as 


@ New Conveyor Ribbons 
the lower apron. (This apron still 


Replace 
available optionally). 


New Permanently Lubricated, 
Sealed Bearings — Require no peri- 
odic lubrication; reduce machine 
down time. No bronze bushings 


@ New Style Tape Tightners — Au- 
tomatically adjust tension to keep 
flatwork traveling smoothly. 


@ New Streamlined Design — With 
rounded-off, shield corners, and at- 


tractive appearance. 


TROY FLEXIMATIC ° 
AIR JET FOLDER 


The original and only linen 
folder truly air-operated 

the only folder that eliminates 
complicated, troublesome fold- 
ing blades. FLEXIMATIC is the 
only folder offering all of the 
following features: 


@ New Low Silhouette Design — Al- 
lows the operator to see over the 
folder to the ironer. 
@ New exclusive 5 and 6-Lane Mod- 
els plus 1 to 4-lane models. All of 
these have individual folding control- 
ler for each lane 
@ Labor-Saving Stacker — Available 
as optional accessory; eliminates all 
employees from receiving end when 
ironing small pieces. 
@ New Simplified Mechanical Design 
Reduces maintenance; means 
fewer shutdowns of ironer as well 
as folder 


WRITE Dept. SLJ-159 


Ti ® LAUNDRY 
ROW MACHINERY 
DIVISION 


American Machine and Metals, Inc. 
EAST MOLINE, ILLINOIS 
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COAST-TO-COAST 


Through Distributors 

















A brand new Vend-Master Dispenser 
now makes its debut making the 
Vend-Master family a trio of profit 
makers for you. 

Now yau can offer your customers 
Washing Detergent, Dry Bleach and 
Instant Starch, all by Laundry Maid, 
a name synonymous with dependable, 
high quality from coast to coast. 
Self service laundry operators the 
country over have found Laundry 
Maid washing products highly profit- 
able in terms of big returns, high 
customer satisfaction and much re- 


Hiscay than yon int Celing Looe LAUNDRY MAID LAUNDRY MAID 
dry Maid products. : STARCH > DRY BLEACH 


Laundry Maid Detergent, Bleach and 
Starch are sold from dispensers by 


VEND-MASTER 


Automatic Service & Supply Co., Inc. 
and 


Instant Starch means what Safest for all washable 
it says — it dissolves in- clothes. Makes whites 
stantly.. Speeds and im- whiter and colored clothes 
proves the job of ironing. brighter. 


ALDUEND\ 





Ald, Inc. 








In Self Service Laundries Apartment Houses 
College Dormitories Trailer Courts 
Military Establishments 


8 


Streamlined, wall-hanging dispensers are fast, neat. Have 
proved themselves most popular and profitable in 
self - service laundries. 
© NEW friction-free vend © NEW cadmium plated parts 
© NEW stainless steel springs © Wall-mounted — saves floor space 
® Beautiful baked enamel finish 


DIMENSIONS: 1234” wide, 7!/4” deep by 30!/,” high. 


f — y 
— AUTOMATIC SERVICE & SUPPLY CO. INC. 
P.O. BOX 7267, SAN ANTONIO 10, TEX. 


MAIL ([] Please send at once literature — Prices on ‘New Laundry 


THIS Maid" products. 


FORM NAME. .. 
NOW! COMPANY 
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Copy of letter sent to neighbors serves as promotion piece for all Bayless enterprises. And, 
at the same time, leaves door of opportunity wide open for would-be job applicants 


Continued from page 26 
in it for me in the long run?” was for 
many vears not an attractive one. 

After much thought, I conceived 
the idea of taking a capable employee, 
and as an incentive for years of good 
service to me, set him up in a business 
in which he could eventually acquire 
half ownership. 

Before elaborating further on the 
aspects of this particular plan, | 
like to mention some of the 
it” philosophies which 
have brought our business up to its 
current profit level: 

Small businessmen are generally so 
pressed for time in solving their im- 
mediate problems that they 
take time out to ask themselves these 


should 


“easy does 


rarely 


questions: 
Where am I going? 
How will I get there? 
What do I want out of life? 
How can I benefit social progress? 
A small businessman is generally 
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his own major competitor. His own 
capacities, or lack of them, are usually 
the most important factor in his con- 
tinued growth or ultimate decline. 

The employer in the laundry field 
should constantly bear in mind that 
female emplovees earn about 2 cents 
per minute; male employees 4 cents 
per minute. He must continually look 
for ways to eliminate waste steps and 
waste motions. 

The operator of a small plant where 
few lines of defense be- 
tween himself and the heavy work of 
the washroom will do well to ask him- 
self, “What is the price of heart 
trouble?” This will add considerably 
to his ability to justify the expense of 
anv labor-saving equipment he is con- 
sidering. 

Laundrymen evaluate their 
place in the labor market and realize 
that under our system of continued 
high taxes, all industries, in order to 
conserve profits, keep plowing back 


there are 


must 


their earnings into increasingly ef- 
ficient equipment. They are, there- 
fore, constantly widening the gap be- 
tween the rate of pay they can afford 
and the rate of pay a laundry can 
afford. (An interesting example is the 
fact that the investment per employee 
of the Fairless plant of the United 
States Steel Co. is $75,000.) 

The enormous productivity of 
American industry has definitely 
forced the laundryowner to take a 
back seat in the labor market, He 
cannot compete on straight pay sched- 
ules. Nor even begin to consider com- 
peting on fringe benefits, which are 
beginning to comprise an important 
percentage of labor costs. A laundry- 
man, just like any other businessman, 
will find it more feasible to look for, 
sav, twenty ly percent improvements, 
rather than one dramatic 10 percent 
improvement, 


Investing in future 


The incentive system | 
evolved makes it possible for me to 
compete for men with any business 
of my size. My plan is as follows: 
First, each man is taught the diaper 
service business inside out. He learns 
by doing. He works in the washroom, 
he drives, he sells and learns about 
maintenance. In this way he _ gets 
practical work experience, and I have 
the constant backing at all times of 
men of managerial capacity, 

For every year a man has worked 
for me | will invest $1,000 in a busi- 
ness which he seems capable of op- 
erating. Whatever I invest above this 
$1,000 per vear sum, he will pay back 
to me out of the earnings of his busi- 
ness. By the time my “overinvestment” 
is paid back to me, we will have a 
corporation set up and the employee 
will have worked himself up to a 50 
percent ownership of that company. 

In February 1957 I opened up a 
drycleaning plant for Joseph Williams 
who had been in my employ for nine 
years. He had spent all his working 
life in the laundry and drycleaning 
field and needed only a correspond- 
ence course in spotting from the Na- 
tional Institute of Drycleaning to 
round off his basic knowledge of the 
field. Because of difficulty with the 
local zoning laws, we were not able 
to install a synthetic unit until Sep- 
tember 1957. The business has grown 
steadily, and this vear I expect to re- 
ceive a 10 percent return on my in- 
vestment. 

There are other mutual advantages 
to be gained from this system. The 
novice in the business world generally 
lacks capital and experience. He 
usually starts off with equipment that 
gives him about 40 percent efficiency. 


have 
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If he survives that period, he pur- 
chases equipment and moves into a 
70 percent efficiency bracket, Then, 
if he is fortunate, his third round of 
equipment purchases brings him what 
he should have purchased in the first 
place. There are many dollars and 
many hours of lost effort gone down 
the drain because of these facts. 


Tax advantage 


Under our setup, the equipment 
purchased for this store will handle a 
$1,500 per week drycleaning volume 
with little modification, From the 
time that the synthetic unit was in- 
stalled, this plant operated at maxi- 
mum efficiency. The advantage to me 
is that under the 20 percent declining 
balance tax write-off, I am able to 
recover a fair sum of money which 
would have been paid out in taxes. 

Setting up the second enterprise 
was a little more complicated, since 
the yvoung man who worked for me 
for six years had little sales experience 
before entering my employ, He spent 
about a vear looking into various 
small businesses, and finally decided 
that he would like to enter the wood- 
working field. 

In the fall of 1957, he entered into 


a partnership with an experienced 
woodworker and they set up a small 
shop in which they both worked part 
time during the winter, During the 
months of April, May and June, while 
still remaining on my payroll, he de- 
voted himself full time to his com- 
pany, and has worked it into suf- 
ficiently good shape to enable him to 
go off on his own without any addi- 
tional financial assistance from me 
other than a loan of a $250 truck. 

Recently, I was able to exploit this 
business setup by publicizing it. This 
served three purposes: 


1. A new competitor, who was a 
vigorous salesman, entered this area 
and there was a need for pushing the 
name of our diaper service fast and 
hard. 

2. It also gave us the opportunity 
to attract a new man to replace the 
woodworker. 

3. The drycleaning business, which 
is located in a new shopping center 
in a growing suburb, needed a little 
extra touch to distinguish it from 
others. 

These three things were accom- 
plished in a single letter which was 
sent out to every third home in our 
major market area, and to every home 


in the suburb where the drycleaning 
plant is located. 

The results of this letter were very 
gratifving since our diaper service 
“starts” returned to normal, We also 
got an outstanding applicant for the 
job vacancy, and the decline in sales 
at the drycleaning store due to sum- 
mer slump was less than we expected. 

I currently employ two men under 
this program, one of whom will start 
a garage in. 1959 or 1960, The other's 
future is still undecided. We are, at 
present, looking for another man and 
are pleased to say that the principal 
applicant is not only a college grad- 
uate, but completely unlike the usual 
laundry worker one would ever ex- 
pect to attract to the industry. 

The main problem I can foresee in 
setting up this system is that the em- 
ployee should have sufficient experi- 
ence in whatever field he intends to 
go into before entering our employ. 

In the meantime, mv diaper service 
continues to operate at a very high 
level of efficiency; I have absolutely 
no male help turnover other than 
planned. Absenteeism averages less 
than two days per year per man. And 
each man works with the feeling that 
he knows the answer to the question, 
“What's in it for me?” (CI 


“Best time | ever had at a laundry — they use 24-K Press Padding 
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ly JOMEAC!' 


Golden 24-K on your bucks makes a big difference in the 
kind of work you can turn out... a sure way to build repeat 
business. Its loop pile gives extra absorbency, “imbeddabil- 
ity,” scorch resistance, and long life. Guaranteed to outlast 
double-faced flannel or your money back. Write today for 
the name of the 24-K distributor nearest you. Address 
Jomac Inc., Philadelphia 38, Pa., Dept. I. 


Regular Jomac “54” and “33” also available, if preferred 


NO 
BROKEN 
BUTTONS 


NO 
CROW’S-FEET 


NO 
WRINKLES 


by 


“Bucks never had It so good” nS; 


24-K PRESS PADDING 


OMAC 





TYPICAL ... AND BETTER EXAMPLES 


: Blank Laundry, good morning. 


: Good morning. . 


. Blank Laundry? 


: Yes. 
: How much do you charge for sheets? 


: Nine pounds for $1.25, and each additional 


pound for 10 cents. 
: Well, that is in a regular bundle . . . how much 
do you charge if I send them individually? 


: Whatdo you meanP 
: Oh, do you charge fast toy the pound? 


Operator: 
Customer: 


Operator: 


Customer: 


Operator: 
Customer: 


Operator: 
Customer: 


Operator: 
Customer; 


Operator: 


Operator: 
Customer: 


Operator: 


Customer: 


Operator: 


Operator: 


Cwstomer: 


That's right. 
I see. How long does that take? 


It takes . _ well, if you bring them in today you 
may have them on Thursday. 
Ummm . 1 tak eal ab tal gia don’t you? 
ei; wos gti dia; Can a Melee aca 
Surely. 
( There is a pause of 20 seconds ) 
Yes. 
Yes . 
pickup? 
It takes one week. 
One week . . . I see. Well, how much do you 
charge to dryclean dresses and pants? 
Hold on just a minute, please. 
(There's a pause of 15 seconds ) 
I’m sorry to interrupt you so many times. 
That's all right. els Wade ts you chin to 
dryclean dresses or trousers? 
$1.25 for a dress and 60 vents for trousers. 
All right, Tee ee ee 


You're 


. well, how long does it take with a 


* -* & 


Good afternoon, this is the XYZ Laundry . . 
may I help you? 
I hope so. How much do you charge for sheets? 


Operator: 


We launder sheets with Fluff-Fluff and _fin- 
ish them beautifully fer 24 cents per sheet on 
a list service, or you might have the same fine 
handling on a pound service if you prefer. Would 
you be sending other things besides sheets? 


: Well, I don’t know . . . how much do you charge 


by the pound? 


: If your bundle weighs from 8 to 10 pounds, 


you'll a save money using the pound rate 
instead of a piecework service. Nine pounds for 
$1.25 plus 10 cents per pound for each addi- 
tional 


: Well, there’s just my husband and myself . 
: I see. Perhaps you'd like to discuss your problem 


with our route salesman. I'd be very glad to have 
him stop and see you . . : we have pickup-and- 
delivery service. Would you give me your ad- 
dress? 


: My address is 2416 South 27th Street. 


: We have a route salesman in that area today. I 


tees ss 


expect him to call in shortly, and he could prub- 
ably come by this afternoon and pick up your 
bundle. You'd have it back on Thursday. 

‘m not ready to make a decision and 
I'll be leaving the house very shortly. 


: I see. ee matin 


about our service. You're at 2416 South 27th . 
May 1 have your name, please? 
Richard Murphy. 


: Mrs. 
: Mrs. Richard Murphy. M-U-R-P-H-Y. I'll be 


: Well, thank you very 


very happy to send you the information, Mrs. 
Murphy. I'm sure you'll be very satisfied with 
our laundry ‘service. We also do de luxe dry- 
cleaning. We've been serving people in this area 
for the last 25 years. 


much. 


; Thank you for calling XYZ Laundry. 








Good 
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THE TELEPHONE is the closest and 
most convenient way a customer has 
to contact your company. It is an in- 
dispensable piece of equipment which 
no laundry would ever dream of doing 
without. Yet for all its obvious merits 
and advantages it is perhaps the most 
neglected sales tool ever devised. 

Because telephones are so much 
with us, we tend to accept them as a 
matter of course with little regard to 
their potential for good or evil. In 
many cases, although the plantowner 
doesn’t realize it, his company tele- 
phone is actually a hindrance rather 
than a help to his sales efforts. 

This disturbing fact was made 
shockingly clear in a recent survey 
conducted by the Bureau of Laundry 
and Dry Cleaning Standards, Wash- 
ington, D. C., an independent re- 
search organization dedicated to the 
improvement of quality and service 
of our industry. 

Last spring the Bureau of Laundry 
and Dry Cleaning Standards decided 
to survey its member plants to find 
out how prospective customers were 
received when they made _ inquiries 
by telephone. 

Arrangements were made with the 
telephone company to have a special 
long-distance operator place all the 
calls so that they would appear to be 
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“local” in origin. And the conversa- 
tion with each of the 38 plants was 
recorded. Oddly enough, even though 
a “beeper” sounded at regular inter- 
vals none of the plant telephone oper- 
ators realized that their answers were 
being put on tape. Only one made 
mention of the fact that there was 
“a peculiar noise in the wire.” 

On reaching the plant, the “pros- 
pective customer” asked five pre-ar- 
ranged questions, working them in 
such a way as not to arouse suspicion. 
The questions were: 


How much are sheets? 

Would they be the same price if 
sent with some other things? 

How long does it take? 

Would it be any faster or cheaper if 
the work was brought in? 

How much does it cost to dryclean 
a dress or pair of pants? 


“The lack of knowledge of the 
switchboard operator, the waiting 
time, the general feeling that the cus- 
tomer was an interruption in her busy 
day were all quite shocking,” says 
Peggy Dwyier, vice-president of the 
Bureau. “These recordings were 
played back at the Bureau’s Confer- 
ence in Miami last April with the re- 
Continued on page 34 
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sult that management got a new look 
at the telephone doors it was shutting 
in the customer’s face.” 

Here are some of the specific criti- 
cisms made of the transcripts: 


> Of the 38 plants contacted, not a 
single one asked the prospective cus- 
tomer for her business. 


> In some cases, the customer had 
to wait as much as two minutes for 
the operator to return to the line. 

While one operator apologized for 
the interruption, this was the excep- 
tion rather than the rule. It would not 
be fair to say the operators were rude 
so much as they were indifferent. 


> Not every operator knew the prices 
and services her company had to of- 
fer. Terms familiar to the operator, 
but possibly not so familiar to the cus- 
tomer, were used frequently. Price 
structures were also vague and con- 


fusing. 


Figure 1 
TELEPHONE ANSWERING 


1. Promptness in answer- 
ing. 








Courtesy and_ friendly 


tone. 





Clear identity of plant 
called. 





Responses to questions 
that are unmistakably 
clear and indicative the 
answerer knows his or 
her business. 

Effort to obtain address. 
Effort to obtain name. 


Mention of superlatives. 





right 
apart- 


Assurance of 
name, address, 
ment, landmark or other 


location aid. 





No undue delay in an- 
swers or time lapse in 
switching call to other 





employees. 





Thanks for calling our 
plant which is men- 
tioned by name in a 
tone that gives caller 
“glad I called there” 
feeling. 








10 points for excellent 
8 points for good 

6 points for fair 

0 for bad 








> In many cases the diction of the 
operator made it difficult for the cus- 
tomer to understand the information 
being given. 


Comparing laundry telephone per- 
sonnel with those of other industries 
one professional telephone company 
training consultant made these obser- 
vations as a result of an extensive 
survey made by the telephone com- 
pany in Washington, D. C. 

Laundry telephone operators were 
worse than others when it came to (1) 
slow answers, (2) wrong attitudes, 
and (3) lack of business courtesy. 
They were better than others in veri- 
fication. That is, in making sure that 
they had the customers’ names and 
addresses right. 

A check list for grading telephone- 
answering technique is given else- 
where in this story (see Fig. 1). Ac- 
cording to Mrs. Dwyier, a telephone 
operator who is expected to convert 
inquiries to sales should have a score 
of at least 70 on this test. If she 
scores 85 or better, she deserves a 
raise. 

“Most will not score higher than 
42,” says Mrs. Dwyier, “and some 
would not rate above 18. But it’s not 
the girl’s fault, since in most cases she 
was simply not trained.” 


What to do about it 


No businessman relishes the idea 
of turning away prospective custom- 
ers. The customer, after all, is his 
chief source of revenue and the most 
important part of his business. If the 
telephone is actually a hindrance 
rather than aid to selling, then some- 
thing should be done. Here are a few 
suggestions. 


Analyze the problem: The plantown- 
er can monitor the switchboard and 
run a few tests of his own using the 
form provided here to grade the re- 
sponse. Since it may be difficult to 
remain objective in matters which hit 
so close to home, he would be well 
advised to go outside the plant and 
consult a specialist. The local tele- 
phone company in the larger commu- 
nities is a logical source. Many are 
equipped to do a free survey. 


Possible solutions: The solution could 
be a very simple one. Rather than 
handle the inquiries herself, the 
switchboard operator might be in- 
structed to switch the call over to the 
Customer Service Department. 

It may be a matter of relieving the 
operator at regular intervals for a 
few minutes to keep her fresh at the 
job. The frequency of rest periods 


would have to be determined by tem- 
perament and traffic. Some authorities 
believe four hours should be the limit 
on the switchboard. Some telephone 
companies give 15-minute breaks to 
hard-pressed operators every two 
hours. 


Management Counseling Service: In 
checking with the local telephone 
company in Washington, D. C., the 
Bureau of Laundering and Dry 
Cleaning Standards found that the 
company had a Management Counsel- 
ing Service and that this same sort 
of service was available in many other 
cities serving member plants. 

The Bureau set up management 
conferences in Baltimore and_ Phila- 
delphia and notified its members in 
the New England States what persons 
to contact in Hartford and Bridgeport, 
Connecticut. The same thing was done 
for Cleveland and Detroit. 

Three Management Conferences 
were held in Washington, D. C., be- 
tween July and October. And at least 
40 management personnel have al- 
ready been trained in effective and 
pleasing telephone technique. 

A typical course runs for three 
days and covers such subjects as 
Secretarial Screening; Correct Exten- 
sion Usage; Effective Customer Treat- 
ment; Telephone Voice Personality; 
Development of Proper Employee 
Viewpoint; Handling of Orders and 
Complaints; How To Establish a Tele- 
phone Training Program, etc. 

The course is beamed specifically at 
management personnel for several rea- 
sons: 


1. The turnover rate is not as great 
at the higher levels so that the infor- 
mation acquired stays with the com- 
pany. 

2. Only a management that is 
aware of the problem will make a 
special effort to do something about 
it. 

3. Only management has the au- 
thority to do anything about the tele- 
phone problems in its own plant. 


One man was so enthusiastic about 
the program he is quoted as saying: 
“If I never got anything else from 
being a Bureau member, this would 
be my money’s worth.” 

The courses themselves are not the 
end-all. To assure that proper tele- 
phone techniques are being used re- 
quires constant supervision and_re- 
training. 

Not every plant can afford to hire a 
professional telephone operator, and 
even an experienced girl has to be 
oriented to fit the needs of the com- 
pany. So in the long run, it’s better 
to grow yourown. (IC) 
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RED EDGE KNITTED PADDING 


Available in the right Types and Styles 
for all your Finishing Equipment! 


STANDARD %” and 5%” 
FOR FLATWORK IRONERS: 1,” and 5,” 
Styles in Rolls, or Cut and Bound Pads. 


FOR PRESSES: 5/,” Style, Redi-cut and Bound 
Pads. Also available in Press Padding Rolls. 


DOUBLE THICK 
FOR FLATWORK IRONERS: 3 Cut and Bound 
Pad Styles. 
Cotton: Cotton Binders attached. 
Cotton: Asbestos Binders attached. 
Asbestos: Asbestos Binders attached. 

o 

All 3 Double Thick Cut and Bound Pads 
available WITHOUT Binders if desired. 
Single Thick Pads available in all 3 cotton- 
asbestos styles for Flatwork lroners using 
spring padding. 
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HOW TO HOLD 
your BEST CUSTOMERS «- 


give them 


RED EDGE 


Khitted Padding, 


Perfection of finish is the hallmark of quality in the bundles you 
deliver. It holds old customers, helps you win new ones. And 
the “Perfection” Finish delivered by RED EDGE Knitted Pad- 
ding is something no home ironer can duplicate. Give your house- 
wife customers flawlessly finished flatwork free of wrinkles, 
scorching and “‘ironer shine” . . . give the men in their lives 
snowy white shirts with crisp, wrinkle-free collars and cuffs and 
beautifully finished sport shirts that look better than new. . . 
and you'll have a sure hold on repeat business, a firm grip on 
laundry PROFITS! 

On your flatwork ironers and presses, RED EDGE gives you 
constant assurance of customer satisfaction. Its unique, resilient 
construction exerts firm, constant pressure, absorbs billows of 
steam, gives utmost protection to buttons, seams and hems. RED 
EDGE saves money in your plant, too. It’s easy to change, saves 
dressing time and trouble, and it’s available in the right types and 
styles for all your finishing equipment. 

Give your customers the finest in finish by using Knitted Pad- 
ding on all your flatwork ironers and presses. Ask your Supply 
House for RED EDGE today! 


RED EDGE 


Knitted Padding 





Sees 3 to 5% sales rise 
in 1959; MR-PR to widen 
industry horizons 
—Johnson 


Northwest hard hit last year but 
things are looking up for ’59 
— Lawrence 


Sales off, costs up in poor ’58; 
all signs point to better year 
— Wallace 


Had biggest year in 
history but production costs 
cut profit margin 
— Meyer 


Public relations program is vital 
guidepost to brighter tomorrow 
—Klinefelter 





What's in store for the new year? 





Forecast: 1959 is the 
Year of the Bounce-Back 


Industry leaders are optimistic and predict even 


brighter vistas if PR program is supported 


Each year about this time it has become our custom to ask a 


number of industry leaders to comment on laundry business con- 


ditions present and future. 


In spite of all the widely publicized fears of depression and 


recession in most industries, laundrymen as a whole were opti- 
mistic and predicted that with a “hard sell” policy and better cost 
control, sales volume during 1958 would be as good if not better 


than in 1957. 


Since we were anxious to learn how these predictions tallied 


with the facts we invited the board of directors of the American 


Institute of Laundering to tell us about business conditions in 


their districts. We are most grateful to all those who sent us their 


comments.—Eprror 


Sees 3 to 5% sales rise in 1959; 


MR-PR to widen industry horizons 


A year ago, most laundry experts 
predicted 1958 industry sales would 
be equal to 1957 or as much as 6 per- 
cent greater. Because of the recession 
or “rolling adjustment” during most of 
1958, these forecasts were probably 
too optimistic. 

At the Institute, total average week- 
ly laundry and drycleaning sales for 
the first 30 weeks of 1958 were $15,- 
562, compared with $15,609 per week 
for 1957, about .3 percent under "57 
sales. 

There are, of course, individual sit- 
uations due to favorable local business 
conditions where 1958 laundry sales 
were well above those of 1957. But 
because of the business recession in 
most areas, any laundry that had 1958 
sales close to those of 1957 must be 
credited with a good job. After all, 
during any business setback service 
industries are among the first and 
hardest hit. 

Assuming that the decline has now 


definitely halted, 1959 should be a 
good year. Sales of 3 to 5 percent 
greater than 1958 are likely. It is ex- 
pected that the industry’s Motivation 
Research study will suggest new ap- 
proaches for enterprising laundrymen. 
This, coupled with an aggressive, 
hard-selling, closely supervised job on 
the part of management, should bring 
progressive laundries one of their bet- 
ter years. 
ALBERT JOHNSON 
General Manager, AIL 
Joliet, Illinois 


Had biggest year in history but 
production costs cut profit margin 


How did last year’s prediction of 
laundry sales tally with the actual fig- 
ures? Though we had the biggest year 
in our history, our increase was only 
1% percent. This is considerably less 
than I predicted (3 percent). If there 
is a disheartening note here, it is 
largely that the profit margin was 
smaller because of increased cost of 








these ave the EXCLUSIVE 


HUEBSGH FEATURES 


THAT ASSURE BETTER PERFORMANCE 
AND MORE SATISFIED CUSTOMERS 


SELF-CLEANING 
LINT SCREEN 
tf 


pei nade eae Automatically cleans itself and 
deposits lint on “Magic Carpet.” 
No knob to pull...no handle to 
turn...no cumbersome drawer. 


“MAGIC CARPET” 
LINT REMOVAL 


Whisk away lint in seconds. 
Simply remove front panel and 
slide lint from “Magic Carpet” 
into a container. 








COIN METER AT 
NEW LOWER HEIGHT 


Your customers will appreciate 
the new, lower easy-to-reach 
coin meter...just as they ap- 
preciate Huebsch’s fast and 
efficient drying. 








Locks on All Panels * Temperature Control 
High Temperature Limit Control * Glass Door 
Door Safety Switch * Choice of Any Color 


Huebsch ''37" gas-heated Dryers 
come in three sizes. Write’ 
Huebsch Originators for com- 
plete information. 


HUEBSCH fot DRYERS 


WORLD'S LARGEST MANUFACTURER OF COMMERCIAL TUMBLER-DRYERS 


LO] a -i-yoj, Me) ited. F- wee) i mea7 ieineiL 
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production. The recession did not 
seem to have a marked effect upon 
our business volume. 

Again I am going to be slightly op- 
timistic and predict an increase in 
sales. The population is still rising. 
Very few new laundries are being 
built, with the exception of coin-op- 
erated establishments; hence, the 
laundries already established should 
benefit from the rise in population. 

Our greatest hope for the industry, 
however, lies in our concerted effort 
and support of the Motivation Re- 
search and Public Relations program. 
As individual operators apply the find- 
ings of this group of experts in the 
field and conscientiously attempt to 
implement the results of the program, 
I believe we can have hope that our 
industry can look for further increase 
in sales 

Now comes the anticlimax. I dare 
not predict more than 1 to 2 percent. 

KENNETH E. MEYER 

District No. 6: Minnesota, 
North Dakota, South Dakota, 
Wisconsin 


Public relations program is vital 
guidepost to brighter tomorrow 


It seems that the predictions are 
true in some areas but not true in 
others. The weather conditions did a 
lot to influence this situation. 

So far as my observations for 1959 
are concerned, I feel that if the indus- 
try follows the pattern which will be 
given us for our Public Relations pro- 
gram there will be no doubt that in 
due time the industry will have a 
brighter future. We, who have been 
in it for many years, have been so 
close to the forest that we have failed 
to see the trees. The recent Public 
Relations report opens new vistas to us 
and it behooves us to follow their 
directions. 

This will have to be done by the 


individuals and by cooperative adver- 

tising by local groups and by articles 

in magazines, newspapers, etc. The 

later can be obtained through our 

Public Relations advisors. The former 

must be done by ourselves, so let’s 

all put our shoulders to the wheel and 

do more than our part to open up 
these new horizons. 

G. Y. KLINEFELTER, Sr. 

District No. 11: Delaware, 

District of Columbia, Maryland, 

New Jersey, Pennsylvania, 

Virginia, West Virginia 


Northwest hard-hit last year 
but things are looking up for '59 


Present laundry business conditions 
in comparison with 1957 predictions 
would be as follows: 

Factually, 1958 figures for the 
Northwest will vary considerably 
throughout the area as predicted in 
spite of the “hard sell” policies, due 
to varied economic influences. 

As to my own local trading area, 
economic conditions have played hav- 
oc with hoped-for increases. The 65- 
day heavy construction strike affect- 
ing over 200 million in construction, 
plus a 45-day auto freight strike, 
caused much unemployment. This, be- 
sides adverse weather conditions and 
slowing down of tourist travel, ac- 
counted for a great deal of the decline 
in spite of the ambitious efforts for in- 
creased volume. 

I would say volume in the Portland 
area has suffered from a 5 to 20 per- 
cent decrease whereas some upstate 
areas have measured up to the ex- 
pected increase or at least held to 
1957 volumes. 

The year 1959 offers many lucrative 
opportunities. With the Oregon Cen- 
tennial attracting thousands of tour- 
ists to the Northwest, defense indus- 


tries, general business increases, and 

a gradual increase in industry and its 

home construction affecting our vast 

timber resources, we should in my 

opinion meet the anticipated 1958 pre- 

dictions by an additional 10 percent 
over 1957. 

DuaNeE C. LAWRENCE 

District No. 5: Idaho, 

Montana, Oregon, Washington 


Sales off, costs up in poor '58; 
all signs point to better year 


The total retail laundry dollar sales 
in Texas will be off from 3 percent to 
5 percent in 1958 below 1957. Plants 
employing the “hard sell” early in 
1958 are now reaping results and are 
actually ahead of the same period last 
year. Drycleaning sales will probably 
equal 1957 and may possibly wind up 
2 percent to 3 percent ahead. Total 
retail laundry tonnage will be off more 
than dollar sales, while cleaning ton- 
nage will be nearly the same. 

The year 1958 has not been a year 
to point to with pride, for selling cost 
and the cost of doing business in gen- 
eral have gone up, resulting in profit 
decline. At present sales are coming 
up, and 1959 looks like a good year 
even though competition from outside 
our industry may become even 
stronger. 

I believe 1959 will be a good year 
for everyone who has learned from 
the experience of late 1957 and early 
1958. Those who have plugged the 
leaks, tightened the traces, and oiled 
the wheels of a going organization 
with particular attention to sales and 
a well-planned sales program should 
come to the end of 1959 wearing a 
big smile. 

Davip P. WALLACE 
District No. 3: New Mexico, 
Oklahoma, Texas 





LAUNDRY BUSINESS 


New York 


four weeks ended 


Nov. 29—0.2% more than last year 


M. R. Weiser & Co., New York 


New Jersey 


four weeks ended 
Nov. 29—3.7% less than last year 


M. R. Weiser & Co., New York 


Southeast 


Oct.—9.0% less than last year 


J. R. Wilson & Co., Atlanta 


TRENDS 


New England 
Nov. 8—4.4% less than last year 


Nov. 15—6.3% less than last year 


Nov. 22—4.8% less than last year 


Nov. 29—1.3% less than last year 


Carruthers & Co., Boston 
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.. -OUT-SHINES 
=. molten e's: 


you can see the difference! 


Here, at last, a complete soap that gives a new 
high in whiteness, plus increased cleaning 
power! With amazing INTERSUDS you can 
actually SEE the difference in a single wash: it 
has a powerful detergent action on stains, espe- 
cially oily types—packs a wallop not present in 
ordinary mixes of soap and alkali that dislodges 
imbedded dirt, yet is mild in its action on the 
fabric itself! INTERSUDS is ready to use as it 
comes from the package—designed to meet the 
requirements of today’s high-speed production 
operations, with all the convenience and advan- 
tages of using a dry material in the washroom. 


INTERSUDS is completely new; it not only pro- 
duces cleaner washing, but imparts a glistening 
whiteness and sparkle to all white work. It oper- 
ates over a wide range of temperatures—gives 
wash that extra brilliance that means laundry 
service satisfaction. 

INTERSUDS is still another fine product de- 
veloped by KOHNSTAMM to make your work 
easier and better. We urge you to give this re- 
markable new soap a trial—and SEE the differ- 
ence yourself. 


Write or contact KOHNSTAMM today. 


H. Kohnstamm & Co., Inc. 


NEW YORK 13,161 Avenue of the Americas... CHICAGO 11, 11-13 E. Illinois St. 
LOS ANGELES, (P,. O. Address) 2632 E. 54 St., Huntington Park, Calif. 


Foremost Manufacturer and Distributor of Quality Laundry and Cleaning Supplies 


ALBANY + ATLANTA + BALTIMORE * BOSTON + BUFFALO + CINCINNATI « CLEVELAND + DALLAS + DENVER + DETROIT » GREENSBORO + HOUSTON «+ INDIANAPOLIS 
JACKSONVILLE * KANSAS CITY, MO. * MEMPHIS « MINNEAPOLIS »« NEW ORLEANS + OMAHA « PHILADELPHIA + ST, LOUIS +» SAN ANTONIO « SEATTLE 


Established 1851 
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By HENRY MOZDZER 


The 
64,000 


uestion 





This is Mountainside's original washroom. To increase capacity, 
BEFORE: additional equipment would have had to be purchased and the 
building enlarged to make room for it 


Mountainside Hospital had the choice of either 


enlarging or modernizing its hospital department 
Bing 8 / i 


{ 
® As 


AFTER: By replacing conventional machines with semi-automatic washer-extractors the plant found it could produce more at lower cost 
* in half the space formerly required 


oes 
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THE SIZE of the Mountainside Hos- 
pital laundry department hasn’t 
changed since 1924. Yet this 84-foot- 
by-54-foot plant in Montclair, New 
Jersey, is producing more work with 
fewer employees in less time than 
ever before in its 34-year history. 

This didn’t happen just by chance. 
There was a time when additional 
production facilities were required and 
expansion of the laundry building was 
proposed. But after studying various 
plans, plant superintendent William 
T. Guy decided that the needs of the 
department could be better met with 
an equipment modernization program. 
By installing the latest, most efficient 
machinery, the volume could be in- 
creased without spending $64,000 in 
building costs—the sum required to 
enlarge the department. 

The modernization program was in- 
augurated early in 1957 and_ took 
nearly a year to complete. The old 
machines were removed and replaced 
department by department in easy 
stages so that no working time or pro- 
duction was lost during the transition. 

There was no time lost in the wash- 
room, even though the new washer- 
extractor units required a  4-foot 
foundation. Management changed its 
location. When the time was ripe, the 
old machines were shut down and the 
washmen moved across the room to 
the new washing area. 

The old 6-roll flatwork ironer was 
replaced by a new 8-roll model in 
like manner. Then other accessories 
were added to it at scheduled inter- 
vals—a new canopy, a spreader and 
folder. (About 75 percent of the 
plant’s volume is in flatwork; 25 per- 
cent in rough-dry. ) 

Every single piece of equipment 
was replaced with the exception of 
one 44-by-42-inch tumbler. The new 
equipment installed cost $100,000. 

What have been the results? To 
answer the question Mr. Guy makes 
this comparison: 

“In 1953 we had a staff of 26 em- 
ployees working 6 days a week. They 
processed 1,302,364 pounds of linen 
or a total piecework count of 2,612,- 
728 for the year. 

“During 1957, while the moderniza- 
tion was still going on, we processed 
1,550,000 pounds of work or 3,200,- 
000 pieces with a staff of 18 working 
40 hours a week.” 

In 1958 with the same 18 employ- 
ees, Mountainside’s laundry processed 
1,572,000 pounds of linen in 11 
months through November. And _ the 
poundage was expected to reach 1,- 
700,000 by year’s end. 

The average pounds per operator 
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Finishing department is equipped with flatwork ironer, unloading tumblers, pants and uni- 
form units. Production has increased to better than 45 pounds per operator hour 


hour have continued to climb over the 
years, but the average went up better 
than 5 pounds just within the past 
year to 45.05 pounds. This average 
includes the indirect labor of four 
people—two girls in the linen room, 
one soil-linen pickup man and one 
clean-linen delivery man. It would be 
higher if it were only figured for the 
14 employees actually involved in pro- 
duction. 


Washroom savings greatest 


The most impressive savings were 
made in the operation of the wash- 
room. Here the hospital repiaced all 
of its conventional machines with four 
200-pound combination washer-ex- 
tractor units equipped with semi-auto- 
matic controls. 

“These units made it possible for us 
to increase our production without 
expanding our laundry building,” says 
Mr. Guy. “Our equipment was $16,- 
000 less and we did not have to retain 
any of the old conventional equip- 
ment.” 

At the present time laundry fore- 
man Al Marks reports that the equip- 
ment is used to process 6,000 pounds 
of work per day or about 30,000 
pounds per week. He estimates. its 
maximum capacity at 8,000 pounds a 
day using 45-minute formulas, includ- 
ing weighing, loading and_ pulling 
time. 

This capacity is more than enough 
to handle Mountainside’s 327 beds 
and 60 bassinettes and should easily 
take care of 50 beds to be added to the 
hospital next year. In fact, for the 
past nine months the plant has been 
doing work for another 100-bed_ hos- 
pital. 

The second hospital provides about 
19,000 pounds of linen per month or 
about 15 percent of the volume han- 
dled. Mountainside runs the work in 
between its own and charges a nom- 


inal per-pound rate. The schedule 
is set up so that work received one 
day is ready the next. 

Besides improving — plant 
ity the new washroom equipment also 
brought about savings in labor. Under 
the old setup, for example, there were 
3% men in this department—two 
washmen, one extractor man and a 
half-time employee who did the load- 
ing and pulling. Now there are only 
1% men charged to this department, 
thanks to the semi-automatic controls 
and the fact that the work does not 
have to be transferred from washer to 
extractor. The elimination of this op 
eration is also credited with reducing 
the amount of mending in the sewing 
room by 35 percent. 

Washroom supply costs also dropped 
appreciably with the change to mod 
ern equipment. The plant spent al- 
most 30 percent less on total supplies 
in 1957 than in 1956. The actual fig 
ures are $2,029 in 1956; $1,668 in 
1957. For the first 11 months of 1958 
the costs were $1,733, and Mr. Marks 
expects them to total around $1,900 
by year’s end. While the costs have 


capac- 


gone up again, it’s interesting to note 
that the plant will do approximately 
150,000 pounds more work this vear 
than last and still do it more cheaply 

The new washroom equipment uses 
less water, too; about 23 percent less 
The administration has an accurate 
check on this, since all the water go 
ing into the laundry department is 
metered. As a rule of thumb the cost 
of 3% gallons of water—the amount 


required to launder one pound of lin 
§.0009345 


ens — was computed at 
This figure has been used as a basis 
for the past dozen years 

All soiled linen is sorted by the pick 
up man into one of eight classifica 
tions. There are three bins for sheets 
and spreads, one for operating room 
one for small rough-dry work and 
one for either, or bath blankets 

Short flat items such as pillowcases 
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Mountainside's laundry department is still same size it was 35 years ago. But thanks to equipment modernization and revised layout, it was 
producing approximately 150,000 pounds more a year after change was made 











and towels go into a hamper, as do _ shorter cycles since the standard 32 5 washmen 
uniforms, heavily soiled white work, r.p.m. is considered too fast. A bac- Yo tumbler operators 
and odd flat pieces that can’t go  teriostatic agent is used on the last rough-dry folders 
through the folder. rinse. Then the extractor is brought up ; press operators 
The loads are then weighed care- to speed (660 r.p.m.) and shut off ; feeders 
fully to make sure the two-pocket ma- immediately. The blankets are then receiver 
chines are evenly balanced. transferred to a cold tumbler as the utility man 
On blanket loads the washer-ex- final step in processing. 
tractor units are run manually and on Productive labor includes: 

The last mentioned is a “production 
pusher.” He works the spreader for 
the flatwork crew and fills in wher- 
ever he is needed to keep the work 

Comparative Figures moving. 

Mountainside Hospital Laundry Mountainside’s laundry department 
is considered a model operation, much 
Total envied by professional institutional 
Washicom Tota laundry managers in the East. An av- 
Soap Water Supplies Hours erage of 20 visitors from far and near 
1955 ee. $1,251 $1,298 $1,900 42,047 tour the plant each month just to see 
1956 ceace Bent0 1,448 2,029 41,649 how this laundry manages to do more 
1957° soos 8016 1,036 1,668 39,513 and more work without getting any 
1958°* coos = 999 1,000 1,900 38,200 bigger in the process. The answer to 
* The year equipment modernization program was begun. this $64,000 question, of course, is: 
** Estimated totals based on 11 months experience. by taking advantage of modern laun- 

dry machinery developments. [CI 
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it isnt really clean 


There’s a big difference between “clean” and “really clean” 


—and your customers know it. They expect their laundry 
TWO WILSON STAIN REMOVERS 
YOU SHOULDN'T BE WITHOUT to be not only perfectly washed and neatly ironed but 


TarGo ' free of stains too. That’s why so many customer-conscious, 


Famous for effective, profit-making laundrymen depend on WILSON sstain 
quick removal! of all 
oily-base stains. Highly 

concentrated — a little removers. They know WILSON products do a thorough 
goes a long way, does 


a big job. job...even on the tough stains. Do it faster too. WILSON 


YellowGo* “GO” products can help you build a reputation for 


Time-proved favorite for . 7 
safely removing dye quality work... reduce costly customer turnover. Why 


stains of any color from 
any fabric. Costs only not try them soon. 
pennies per gallon of . 

stripping solution. 








A. L. WILSON CHEMICAL CO., Kearny, N. J. Stall movers are our only business 
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left: Wash nets come in a wide variety of sizes, colors, styles, etc., as 
evidenced by this picture of a damp-assembly station in a typical family 
laundry operation. Right: Upside-down nets are gaining popularity as 


It All Starts 
With the NET 


The first in a series of articles 


on textiles used for production 


purposes in the laundry 


LAUNDRIES AND NETS have al- 
most as close a relationship as ham 
and eggs. Every laundry uses some 
nets in its operation and many wash 
all their work in nets. 

Essentially, nets are used to iden- 
tify, classify and protect the work in 
process. But they can be used _ for 
collection, flagging reruns or wash- 
overs, as well as other purposes. 


Identification: In plants where serv- 
ices are priced by the pound, nets are 
used in conjunction with pins to iden- 
tify the work. This is 
known as the pin-and-net system of 
identification. Its advantage is that it 
eliminates the necessity of marking 
each item in the bundle individually. 

The net can also be used with plas- 
tic or rubber ticket tubes and wet- 
strength tickets as a means of bypass- 
ing damp assembly. Flatwork, which 
constitutes the heaviest part of the 


customer s 
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bundle in family plants, can be re- 
moved from the washwheel and 
trucked directly to the ironers when 
identified in this manner. 


Classification: Nets are used to sepa- 
ate goods according to fabric, color, 
type of service, etec., in preparation 
for washing. 

Separate nets are required for hand- 
kerchiefs, socks, shirts, wearing ap- 
parel, ete. This allows “fugitive” ma- 
terials to be handled together in a 
special wash formula. It simplifies the 
procedure for starching in the wheel. 
And it speeds the distribution of work 
to the various finishing departments 
after washing. 


Protection: Netting reduces the inci- 
dence of broken buttons and the pos- 
sibility of tearing when pulling the 
load from a washwheel or extractor. It 
is therefore a handy precautionary ve- 


a means of transporting flatwork to finishing stations, bypassing damp 
assembly. These shown here are 30 by 40 inches, heavy-duty nylon 
with handle sewed to bottom 


hicle for handling fragile items in 
both the laundry and drycleaning de- 
partments. 


Miscellaneous: Even after they have 
outlived their normal purpose laundry 
nets have been put to secondary uses. 

At least one plantowner we know 
of puts three or four old nylon nets 
into a tumbler with loose loads of 
socks. The nets are said to pick up 
lint and keep the socks from tangling. 

Many a drycleaning department 
that operates on a charged system, 
where excessive moisture in the sol- 
vent can prove damaging to the cloth- 
ing, runs a small load of old cotton 
nets in the cleaning unit to reduce 
solvent relative humidity. 


Purchasing practices 


Laundry nets are purchased by the 
dozen in specified weights, sizes, styles 
and constructions. Net costs may av- 
erage 1 to 14% percent of sales in the 
course of a vear. 

The number of washes per invest- 
ment dollar, adjusted to allow for any 
savings in laundry supplies; larger 
payloads, fewer loss claims, and qual- 
ity of wash which may result from 
the use of a particular type of net, 
should be the principal considerations 
in selecting the net. 

In smaller laundries, however, the 
initial cost often assumes more im- 
portance than long-run savings be- 
cause of limited operating capital. And 
these plants very often buy the lowest 
priced nets they can find instead of 
looking for essential qualities. 

While no two laundrymen_ will 
agree on the relative importance of 


STARCHROOM LAUNDRY JOURNAL 





DONT SETTLE FOR LESS 


.- + THAN THE LEADER 
SPEED QUEEN’S 


20 minute cycle almost 
doubles Coin Store 
income! 


Speed Queen’s 20 minute complete washing cycle is 
reason enough—for Speed Queen's unchallenged lead 
in coin store installations. 


30 SPEED QUEEN WASHERS CAN TAKE IN 
MORE MONEY AND TURN OUT MORE VOL- 
UME ead 50 WASHERS OF MOST OTHER 
MAKES. 


The new Speed Queen 20 minute cycle is almost 50% 
shorter than other automatics, thereby increasing the 
earning capacity of your laundry. The 20 minute 
cycle also attracts more customers as housewives too, 
appreciate the time saved. Best of all, the 20 minute 
cycle is accomplished without sacrifice of laundering 
efficiency. 





In addition, Speed Queen provides an aerated “water- 
fall” inlet to speed soap dispersion, automatic re- 
moval of lint and soil laden scum through a Flotation 
Pre-Rinse; Automatic Sediment Ejector, and Over- 
flow Power Rinse plus many more features proven 
in over 5 million washers. 


3 additional reasons for SPEED QUEEN LEADERSHIP 


LESS investment, LESS installation, 
LESS maintenance costs... 


with SPEED QUEEN 


It’s basic mathematics . . . fewer short cycle Speed Queens 
will take in more money ... than most other makes—thus 
requiring lower initial investment for the same or greater 
returns! 

Add to this advantage, the fact that Speed Queen does not 
require bolting to the floor, or the expensive “island type” 
installation, thus materially lowering installation costs. 

As to servicing, Speed Queen has been proved, and proved 
again, in commercial installations. When servicing is required 
—without moving washer and removal of the front panel, 
you have access to electric motor, fluid drive, clutch, spin 
solenoid, agitator solenoid, pump, and belts. Removal of 
back panel provides access to transmission and removal of 
rear cross brace provides access to water mixing valve. 
There’s no reason to settle for LESS—than the Leader . . . 


McGRA SPEED QUEEN 


A Division of McGraw-Edison Co. 
FDISO Speed Queen and Simplex Commercial Dept. J 


Ripon, Wisconsin 
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New fabrics have changed the net picture... 


the desirable qualities to be found in 
nets, a few are listed here: 


Light weight—to increase payload 
capacity and make handling easier 

Low absorption—of water and sup- 
plies 

Abrasion resistance 
life 

Resistance to chemicals—to prevent 
possible weakening of net fabric 

Open mesh — for free circulation of 

supplies, and easier 


for longer net 


liquids and 
pinning 


Nets are knitted and woven from 
cotton, nylon and Dacron. And from 
blends such as cotton-nylon and ny- 
lon-Dacron combinations. 

Cotton nets generally purchased by 
power laundries are manufactured 
from cabled yarns in a leno weave 
construction. There are no standard 
sizes or weights that have been agreed 
upon by net manufacturers (many are 
designed to customer's specifications ). 
They range from 9-by-15-inch nets 
up to 35 by 45 inches. But through 
common usage a number have become 
particularly popular. 

The biggest seller is the 24-by-36- 
inch net which accounts for about 
three out of every four net sales. The 
next most popular are the 15-by-20- 
inch and smaller, the 18-by-30 and 
the 30-by-40-inch, in that order. 

Most cotton nets are produced in 
at least three weights, with a custom- 
ary weight of 10, 12 and 14% pounds 
per dozen for the 24-by-36-inch net. 

Nylon nets are usually two-ply, 260 
denier. A  24-by-36-inch untreated 
nylon net weighs about 4 ounces while 
a resin-treated one weighs around 5% 
ounces 

Nets may be purchased in a wide 
variety of striped, overedged or solid 
colors besides plain white. Many laun- 
drymen shy away from using colored 
nets for white work although the col- 
ors are advertised as fast. 


Netting trends 


Before World War II almost all of 
the nets used in laundries were made 
of cotton. Then during the war, as 
shortages developed, a lot of experi- 
mental work began on materials that 
could be used as substitutes. Nylon 
was one of the materials developed at 
this time, and early in 1946 deliveries 
were begun to laundry plants. 

Their arrival was attended by a 
great deal of controversy pro and con. 
One side stressed the advantages of 
cotton, pointing out such factors as: 
lower initial investment, less danger of 
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Net Capacities 


Max. Load 
(dry weight) 


Net Size 
(inches) 


4 |bs. 
7 Ibs. 
10 Ibs. 
13 Ibs. 


18 x 30 
24 x 36 
30 x 40 
35x45 














splitting and ripping; the tendency tor 
cotton nets to stick to the wheel so 
that it had a longer drop, making for 
greater washing action, etc. 

On the other side the nylon advo- 
cates admitted that nylon nets cost 
twice as much but said their product 
lasted twice as long. They also stressed 
the point that nylon was nonabsorbent 
and took less water and supplies so 
that washroom costs were reduced, 
etc. 

Laundrymen in general concurred 
with these claims and found out that 
nylon nets were lighter and easier to 
handle. Their smooth surface made it 
easier to load and unload nets, wash- 
ers and extractors. And the synthetic 
nets did not have to be wet down. 

By the end of 1948 nylon nets 
gained a foothold in the laundry in- 
dustry and accounted for about 20 
percent of the total materials used in 
net manufacture. By 1957—less than 
10 years later—the percentage of cot- 
ton nets used by the laundry industry 
dropped to an estimated 30 percent 
of the total. 

Cotton-nylon nets were introduced 
to the field in the late 40’s but there 
was no staying the swing to all-nylon 
nets and the blend didn’t “take.” 

While there is still a place for cot- 
ton nets in the laundry industry the 
competitive situation in the nylon net 
field has become quite keen in recent 
years. Even the cotton net manufac- 
turers now make nylon available to 
their customers if they want it. 

This has brought about some tre- 
mendous improvements in the net it- 
self, creating a greater variety than 
was ever thought possible. Take the 
matter of net closure, for example. In 
the early days, the cotton advocates 
pointed out that with cotton nets there 
was less danger of ripping nets in the 
pinning area. Taking this weak spot 


as a challenge, nylon net manufacturers 
have since come up with a variety of 
solutions. 

One manufacturer has developed 
a nylon net with a knitted top and a 
woven bottom. Another makes availa- 
ble a close mesh net with a wide ny- 
lon extension tape in the pinning area 
at the top of the net. Going one step 
further, the laundryman has a choice 
of buying these with or without grom- 
mets. 

Nylon nets are now available in 
various weights and a wide variety of 
knitted and woven designs from a 
heavy wide-open mesh to a very close 
mesh. (Many agree that the size of the 
mesh does not make an appreciable dif- 
ference in washing effectiveness but 
that proper loading is a more impor- 
tant consideration in this respect. 
Overloaded nets, like overloaded 
washwheels, can result in poor wash- 
ing and rinsing as well as faulty blue- 
ing. Underloading may cause unde- 
sirable twisting and __ insufficient 
washing in nylon nets, since the con- 
tents are compressed into a tight ball 
which can make it difficult for washing 
solutions to penetrate. ) 


Other new features 


Some nylon nets also have a burnt- 
hole design. These are used by the 
diaper service industry extensively for 
collecting soiled work on the routes. 
The nylon withstands the abuse of be- 
ing dragged over rough surfaces and 
the holes provide a means of venti- 
lation. They are not normally used in 
the wheel. 

Other features promoted in nylon 
net advertisements are: bleach re- 
sistance, heat-setting and preshrinking 
to retain shape, snag resistance, dou- 
ble seams or seamless with woven bot- 
tom, etc. 

A few years ago the all-Dacron net 
was placed on the market. It was said 
to provide longer wear and greater 
resistance to shrinkage, bleach and 
chemicals. 

Initially it cost more than nylon and 
while many were put into use it did 
not achieve the popularity of the nylon 
nets in the field. One obvious reason 
for this is the difficulty most people 
have in differentiating among the 
many modern synthetic fibers now on 
the market. It seems to be easier to 
compare these with natural fibers than 
with other man-made materials. 

The latest thing is the combination 
Dacron-nylon net. It is said to have 
still better wearing qualities, combin- 
ing the chemical resistance of Dacron 
with nylon’s abrasive resistance. OO 
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See You In Atlantic City! 


MAR CH 


4 ®©¢ 


a ee: 14 


T 


. at the annual N. I. D. Exhibit, 
March 5-8 at Convention Hall. 


We'll be at booths BIO and BI1. Be sure to drop by and visit us for a 


moment of "'shop talk" and relaxation. 


But first—be on the watch for our February issue. In addition to prac- 
tical, how-to-do-it articles and informative advertising you can profit 


from, you'll find a detachable floor diagram—names, booth numbers, 





and locations of all exhibitors. 


This helpful insert will prove a useful traveling companion as you visit 
the many exhibits which promise to make this convention one of the 


most exciting in history. 


See you there! 
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305 East 45th Street, New York 17, N. Y., OREGON 9-4000 
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Rhapoody in Sellew 


ANOTHER FIRST for this column. 
(Tell ‘em you saw it in STARCHROOM 
LAUNDRY JOURNAL, man!) I heard a 
poem the other day that must have 
been written by a traveling man. It’s 
called “Home Thoughts”! 


Make yourself at home, my host 
And hostess say to me, 

And I look pleased and thank them, 
But I chuckle inwardly. 

For it just happens, as it does 
Quite often when I roam, 

That they have never seen me make 
Myself at home at home. 


It really hit the spot when I thought 
of the time a couple of months ago 
when Ed Isensee and his wife Esther 
invited me to a home-cooked venison 
dinner at their home in Klamath Falls, 
Oregon. (I mean I really made my- 
self at home with the venison. ) 


Basket Liner, 


Plam White | 
Cotton 


Ovtside 


Slipcovered Basket 


Ed Isensee owns the Cascade Laun- 
dry & Drycleaners plant in Klamath 
Falls, Oregon, where I saw a lot of 
good ideas. As in most plants it’s nec- 
essary to keep a canvas basket in the 
big call office for soiled bundles. Ed 
and Esther thought it could be pret- 
tied up a bit to look better to their 
result this basket 
sports a white cotton liner, which in 
turn is sewed to an outer liner of at- 
tractive print which extends 
almost down to the casters. 

This first attempt at what I’m 
tempted to refer to as a basket “slip- 
cover” is in a black-and-white design. 
However, the next cover should be a 
real knockout since Ed thinks he'll try 


customers. As a 


cotton 


a colorful flower print just to see the 
reactions from his customers. 


Fine y § : Seren & es 
Nylon ' At Ceiling 
Fishing 
header r 


BFe o$f Floor 


Storage-Box Magic 


I thought I was seeing things when 
I walked into the Cascade Laundry 
call office. They were in the midst of 
a box storage campaign for summer 
garments, and about 8 feet off the 
floor behind the counter was a sample 
storage box without any visible means 
of support. 

Actually, it proved to be suspended 
from a pair of screw-eyes in the ceil- 
ing by a couple of lengths of nearly 
invisible nylon fishing leaders, tied to 
each end of the big box. Since this is 
a section of the Northwest which is 
referred to as a fisherman’s paradise, 
it’s no secret that these tiny transpar- 
ent strands of nylon can support unbe- 
lievable weights. The storage box 
(empty, of course) couldn't have 
weighed over a couple of pounds, so 
you have an idea how fine a leader 
Ed Isensee was using. 


Suction Hose Dries Floor 


The Cascade Laundry is located in 
what had been intended as a dairy 
building. As a result the room drains 
toward the center. Any water that 
doesn't go directly into the drain 
troughs in the washroom has a nasty 
habit of trickling out into the finishing 
department. 

For just such emergencies, there is 
a handy little 8 hp. motor mounted 
on a square of plywood, to drive a 
little impeller pump fitted with a cou- 


L Impeller 
A u.P Motor y-% temp 


Pak ov 
End P 





Hose khd Cu¢ Ad Slané¢ 
To Draw Water Off 
Floor 


ple of short lengths of rubber hose. 
One end of the hose is placed into the 
drain trough, and the other end is 
used to suck in the suds and water. 
To make it possible to quickly pick 
up small puddles, this end of the hose 
is cut at a considerable slant so it 
keeps the suction end closer to the 
floor. 


20 Gallon 
Garbage-Can 


Ideal Damp- Box 
For Wed ring 
Apparel 





Garbage-Can Damp-Boxes 


I commented on how nice it was 
that they were using big 20-gallon 
garbage cans at Cascade Laundry as 
trash containers, because it certainly 
would reduce the fire hazard. Well, 
Ed Isensee straightened me out in a 
hurry. They are using these 20-gallon 
garbage cans as damp-boxes for the 
wearing apparel units. Garments are 
kept properly damp, and with the 
tight-fitting lids in place they just 
don’t dry out. 

Only bad thing is, according to Ed, 
they aren't the daintiest looking things 
in the world when there are visitors in 
the plant. (Heck, Ed, make cotton 
print skirts for ’em like you did for the 
basket in the office . . . special deal 
just for plant tours! ) 
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It takes 
a Matched 





best results! 


That’s why you get Cleaner Clothes, Greater Production 
and Lower Washing Costs with MTD ( MATCHED TEAM DETERGENCY ) 


Try the remarkably efficient, completely different Matched Team Deter- 
gency washing method and give yourself the advantages of turning out 
cleaner bundles, in greater volume, at lowest cost per wash. Here’s why: 


MTD combines the dirt removal qualities of two cleaning agents—Bilt, a 
high-powered soap base break and Orvus Hytemp Granules—a high tem- 
perature detergent. Together they catch every type of soil in a “crossfire 
cleaning action”’ to give you results that satisfy the fussiest customer. And 
MTD, by reducing rinsing time by as much as 50%, cuts down on hot 
water expense and lets you turn out more washes per hour. 


You and your customers will be pleased by the matchless performance of the 
MTD washing method. Give it a trial for 30 days and you'll be convinced. 


Groctertfanlle Bulk Soap Sales Department, P. O. Box 599, Cincinnati 1, Ohio 
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Newest outlet is combination branch store and coin-op in upper-income neighborhood. Even here do-it-yourself trend proved popular enough so 


that coin store reached break-even point within two weeks 


Coin-Op Sets Pattern for Expansion 


Success of first coin store encourages Barlows 


to open a second outlet and plan for a third 


FOR ALMOST A YEAR the Barlow 
brothers, Richard, John and Edward, 
who operate Barlow Laundry and 
Drycleaners in St. Joseph, Michigan, 
had been looking for a new location. 
They wanted to open a call offce in an 
upper-income neighborhood connect- 
ing the twin cities of St. Joseph and 
Benton Harbor. 

Many of the 5,000 families in this 
specific section were steady customers 
at the main plant. But the plantowners 
felt that a more convenient location 
would attract patrons 
from the area. 

Last November the Barlow brothers 
opened a combination branch store 
and coin-operated laundry in this com- 
munity. And the coin-op reached a 
break-even point of $26 a day during 
the very first week of opening. 

Off-the-street parking space for 10 
cars is provided around the call office 


many more 


and coin store. It is located on a busy 
thoroughfare leading to and from the 


By HARRY YEATES 


better residential areas of the two 
communities. 

Twenty 10-pound washers are set 
back to back down the middle of the 
room with 7 driers set in the wall 
along one side. About 700 feet of glass 
were used throughout and the new 
building is air-conditioned. Fluores- 
cent lighting gives the interior of the 
building a bright appearance at all 
times. Spotlights on the roof are used 
to illuminate the signs at night. Build- 
ing costs and installation of equip- 
ment ran about $30,000. 

The coin-op is equipped with tables 
for folding and benches along the 
walls. Although the plant is unattend- 
ed, wall posters spell out operating 
instructions in simple terms. Minimum 
charge for a washer of clothes is 20 
cents; driers 10 cents per load. The 
store also has coin changers, soap dis- 
cigarette and candy ma- 
chines, plus a soft-drink machine. 

A night deposit box enables cus- 


pensers, 





When asked how he feels about 
the future of the coin-operated 
laundry, plantowner John Barlow 
likes to relate an incident that oc- 
curred in their new coin store: 


One woman had been using up 
to 14 washer loads per week ever 
since the store was opened in No- 
vember. Out of curiosity he asked 
her one day where she got so much 
laundry to process. She told him 
that she did home-laundry service 
for a number of neighborhood 
women and had only two auto- 
matic washers in her home. 


With the opening of the new 
coin store it was easier—and fast- 
er—for her to bring her customers’ 
work down to the store for process- 
ing. 

It’s apparent that the new coin 
laundry appeals to many types of 
new customers, 
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SIL AIENATO) DO 
RONERS 














WHETHER YOU NEED TO DO 


100 tbs. or 5,000 ths. 


OF FLATWORK A DAY, THERE IS A 


CHICAGO FLATWORK IRONER 








MODEL 36 ? MODEL 24 


Whether you need an ironer for a new laundry operation or to 
replace an obsolete machine, it will pay you to get information 
and a quotation on a Chicago Ironer. It will produce quality 
flatwork with a reasonable investment and low operating costs. 


a CHICAGO I DRYE R COMPANY 


sa [DORR Teo 


@ CHICAGO 39, ILLINOIS 
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Self-service side contains 20 washers, five driers (two more to come) in 43-by-18-foot area. Note shopping carts for transporting damp loads, 
community bulletin at rear left with lost items tacked up 


tomers to drop off shirts or drycleaning 
bundles in the call-office after 6:00 
p.m. The new call office itself acts as 
a feeder providing laundry and clean- 
ing for the main plant. Its volume hit 
$100 per week in short order since the 
opening. 

The drop store operates independ 
ently of the coin-op and is open from 
7:30 a.m. to 6:00 p.m. and to 5:00 
p.m. on Saturday. The coin-meter 
laundry is open 24 hours a day in 
cluding Sunday. The counter girl in 
the store keeps the coin laundry clean 
and orderly during the day. 

The coin meters in the new store 
can be set to take one, two or three 
dimes. This enables the plantowners 
to change prices if necessary without 
the expense of replacing meters. The 
coin meters are not disturbed in any 
way when servicing the units. 

Several days before the combination 
call office and coin store was opened 
the plantowners distributed 5,000 cir- 


culars to residents of the neighbor- 
hood. High school boys were hired on 
an hourly basis to distribute the pro- 
motional material. 

The direct-mail piece included a 
coupon worth one free washer load at 
the new Barlow coin store. It also of- 
fered free drycleaning of a lady’s skirt 
or man’s trousers at the drop store. 

A half-page advertisement was also 
placed in the local newspaper during 
the opening week and 30 radio spots 
were purchased from a local station. 


Opening promotion pulls 


The plant got about 10 percent re 
sponse to the mailing. During the first 
few days of operation the plantowners 
stayed at the new store and presented 
customers with coins to use in the 
washers. It is estimated that during 
ai eight-hour stretch more than 400 


pounds were processed free of charge 
in the washers. The free offer applied 


Coin changers are set flush to wall to discourage tampering. Drop box empties into branch 
store next door; driers are recessed into maintenance room at rear of store 
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during the first tour days of opening. 

Actually, this is Barlow's second 
coin-op. The plantowners opened their 
first coin store in July 1958. It is locat- 
ed in a medium-to-low-income area of 
Benton Harbor, about a block away 
from a new shopping center. The 
Barlow name was not used to identify 
the first coin store. And there was no 
call office in conjunction with it. 

The first unit was equipped with 
twenty 8-pound washers and seven 
driers. According to Bud Barlow, this 
location in a rented building appeals 
to an entirely different type of custom- 
er than the new store. It averages 
about $350 per week even though the 
customers tend to overload the wash- 
ers. 

The same price structure is main- 
tained in both operations. But no ad- 
vertising of any type was used to pro- 
mote the first coin-store. Both are serv- 
iced by one man from the main plant 
who has been designated manager of 
the branch operations. It’s up to him 
to keep the equipment in good repair 
at all times. The plant also operates a 
drive-in call office in downtown Ben- 
ton Harbor. 


Expansion ahead 


Plans call for another coin-op to be 
installed in a drycleaning plant in 
Niles, Michigan, operated by the same 
management. 

Noted for quality laundry and dry- 
cleaning service in the southwestern 
section of the state, the Barlow broth- 
ers are confident that they can broad- 
en their market horizons by going 
into the coin-laundry sideline. Their 
latest experience shows that the field 
is ripe for the professional laundry op- 


erator to tap all types of markets. 0 
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Engineered, tested, and proved for speedier, 
easier laundry production, perfect finished results. 


Built toendure, this Dacron Cover Duck 
has greater strength where it is needed— 
around the roll. The tensile strength in 
the filling is greater than in any other 
cover. That’s why no other cover can 
last longer. Prove it now for yourself! 


January, 1959 


Callaway Mills INC. 


SALES SOLIC 
295 FIFTH AVENUE, NEW YORK 16, N.Y 
CHICAGO + BOSTON - DETROIT « ATLANTA - AKRON 
SAN FRANCISCO + LOS ANGELES + DALLAS 
Laundry textiles + Industrial yarns and fabrics 
Non-woven fabrics 
arpets + afea rugs + towels + drapery fabrics 


IDFeYenxeyel 
Cover 


Duck 


by 
Rockweave 


leading source for all 
your laundry textiles 


To meet your heaviest work-loads, get longest 
wear with best results, save money, time, and labor... 


get ROCKWEAVE’S #1002 heavy Dacron 
Duck...the cover that means top qual- 
ity and peak performance for you. This 
is the roll covering for ironer rolls that’s 
specially constructed to be stronger, last 


longer than any other leading brand! 
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FHREE RIVERS, MICH.—Mr. and 
Mrs. Marion Grubbs have purchased 
A&D Laundry, 427 Fourth St., from 
H. Don and A. Suzette Warner, The 
establishment will operate as Three Riv- 
ers Laundry and Dry Cleaning. 


KANKAKEE, ILL. — Benjamin and 
Casper Jaffe, operators of Snowite Laun- 
dry and Cleaners, 430 S, Schuyler Ave., 
have opened a coin-operated laundry at 
1166 S. Washington Ave. 


SANDUSKY, OHIO—A grand open- 
ing was held recently at Beilstein Laun- 
dry and Dry Cleaning, to celebrate com- 
pletion of a modernization program, H. 
James Hendricksen is secretary-treasurer; 
his father, H. W., is president of the 
firm. 


CANTON, OHIO—Canton Laundry & 
Cleaning Co., 319 Ninth St., S. W., has 
opened a branch at 3730 Cleveland Ave., 
S. W. 


CHICAGO, ILL. — Emil and Louis 
Malina have opened L & E Laundry, 
3014 Devon. 


HOWELL, MICH.—A _ laundry has 
been established at 832 E. Grand River 
by Galen Phillips. 


MOORHEAD, MINN.—Frederick 5S. 
Anderson and V. Ford Cole have an- 
nounced plans to establish a laundry at 
213 Eighth St., S. 


RIVERVIEW, MINN, — Cherokee 
Laundry has been opened at 836 S. 
Smith Ave. 


AURORA, ILL.—John and Winifred 
Schindlbeck have established a laundry 
at 835 Main St. 


ROUND LAKE, ILL. — Grayslake 
Laundry, operated by Virgil Skoglund, 
has added a self-service department. 


GREENVILLE, ILL.—A grand open- 
ing was held recently by Mr. and Mrs. 


54 





Michael Horne at their new laundry lo- 
cated at 701 S. Fourth St. 


CHICAGO, ILL.— Rocco Tarsitano 
has been named vice-president and gen- 
eral manager of the Great Lakes Linen 
Supply Co. and Central Wet Wash Co., 
it was announced recently by H, Erwin 
Wine, president. 


NEWTON, IOWA—A grand opening 
was held recently by Lester Kooistra in 
his new laundry at 307 N, Second Ave., 


k 


L__\ 
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EAGLE PASS, TEX.—Charles C, Col- 
lins and Harry Behal have announced 
plans to open Eagle Laundry on Ford 
St. 


JAY, OKLA.—Mr., and Mrs. Jack Rear- 
don have announced plans to open a 
laundry in a recently complete:! building. 


PETALUMA, CALIF.—Woodley B. 
Smith has announced plans to open a 
laundry on Petaluma Blvd., N. 


MART, TEX.—A, R. Sissom has es- 
tablished a laundry in the Masonic Bldg. 
on Pearl St. 


CYRIL, OKLA.-—Mr, and Mrs. Grover 
Goodwin have purchased Cyril Laundry 
from Mr. and Mrs. Granville Standridge. 


WAHIAWA, HAWAII—Articles of in- 
corporation have been filed for Wahiawa 
Laundry, 228 Rose St. Officers, all mem- 
bers of the Chai family, are Woo H., 
president; David C., Howard S., Ken- 
neth M. and Samson K., vice-presidents: 
Frances S., secretary, and S, M., treas- 
urer, 


ARNETT, OKLA.—Owner Thompson 
of Thompson Laundry has purchased Up 
Town Laundry, previously owned by 
Mrs. Gib Wildman, 


PEBBLE BEACH, CALIF.—Eli Bari- 
teau of Santa Cruz Laundry won the 
California Amateur Golf Tournament to 
become top golfer in the state, the same 
event he won 10 years ago. In the same 
event, Jack Bariteau of Consolidated 
Laundry, San Jose, and Ross Smith of 
Soft Water Laundry, Long Beach, were 


also among the first 16 golfers in the 
state. 


GILROY, CALIF.—Grace C. Dalesan- 
dro has purchased Gilroy Laundry & Dry 
Cleaners, 224 N. Monterey St., from 
Martin A. Stein, 


ANSON, TEX.—Clyde Cooper has 
purchased Modern Laundry from Mr. 
and Mrs. H, Vinson, and will continue 
to operate the establishment under the 
same name, Mr. and Mrs. Vinson are re- 
tiring from the business because of Mr. 
Vinson’s health. 


ST. HELENA, CALIF.—Vern Mose- 
bach is the new manager of Danny Kay 
Laundry, it was announced by Miss D. 
Kay, owner. A graduate of the AIL 
School of Laundry Management, Mr. 
Mosebach taught laundry school in the 
Army, and also operated a mobile unit 
overseas during World War II. 


WINDWARD CITY, HAWAII — 
American Sanitary Laundry is planning 
to open a branch soon after the first of 
the year, according to Mrs. Kay Taguma, 
supervisor of the outlets. 


EDNA, TEX.—Ray Lewis has _pur- 
chased Brad’s Laundry, 607 N. Wells 
St., from L. J. Bradfute. 


FAIRFAX, OKLA.—Mr. and Mrs. 
B. C. Wise are the new operators of 
Home Laundry on Main St., previously 
owned by Mr. and Mrs, O, B. Wilson. 


PARIS, TEX.—Raymond Pomroy has 
announced the opening of Rock-A-Bye 
Diaper Service at Sixth S, E. and Jef- 
ferson Rd. 


CLAREMORE, OKLA.—I. C, Clark, 
Jr., has established Claremore Laundry 
on the Will Rogers Freeway at 906 N. 
Catalayah. 


BRYAN, TEX. — American Laundry 
and Dry Cleaners, operated by Roland 
Dansby, has opened Ridgecrest Half- 
Hour Laundry in a new wing of Orr’s 
Ridgecrest Bldg. 


BORGER, TEX.—Mr. and Mrs. Tony 
Vaughn, owners of a laundry at Ninth 
and Harvey, have established a coin- 
operated laundry at McGee and Madison. 


ATCHINSON, KANS.—The_ building 
at 1413 Main has been remodeled for 
establishment of Main Street Laundry 
by Dean Miller and Paul Spence. 


POMONA, CALIF.—William G. Sto- 
baugh is the owner of the new Gar’s 
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With new features and options, 


59 Chevrolet truck 6 boosts 


fuel economy by 
as much as 


A new camshaft design and a 
new maximum-economy option* 
bring you this remarkable 
increase in gas savings with 
Chevy’s Thriftmaster 6.1 


This newly improved engine for ’59 offers 
fuel economy that can mean up to one dollar 
saved out of every five spent for gas! Its out- 
standing gas-saving ability stems from two 
new engineering refinements. 

The first is an economy-contoured camshaft 
that’s machined to provide a lower lift and 
reduced valve overlap. This feature offers 








up to 10% less fuel consumption in every 
59 Chevy Series 30 or 40 model with stand- 
ard Thriftmaster 6! 

The second innovation is a new maximum- 
economy option that operates in combination 
with the economy-contoured camshaft in 
Series 31 and 32 models. Consisting of a new 
smaller venturi carburetor and new economy 
ratio rear axle, this option boosts fuel econ- 
omy as much as an additional 10%! Thus, 
Series 31 and 32 Chevies with the new Thrift- 
master 6 can be equipped to reduce your 
operating costs by up to 20%! 

This is the kind of low-cost truck power 
you’ve been looking for—so see your Chevy 
dealer soon for all the details! . . . Chevrolet 
Division of General Motors, Detroit 2, Mich. 

‘Optional at extra cost. 
tAnd it uses regular gas, like all Chevy engines. 


CHEVROLET TASK-FORCE 59 TRUCKS <2zqaz7 
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Drive-Thru Laundry & Dry Cleaners, 
565 W. Second St., which held its grand 
opening recently, Mr, Stobaugh is the 
former owner of Gar’s Shirt Laundry, 
983 W. Holt Ave. 


HORSEHEADS, N. Y.—Coin-operated 
equipment has been installed in the C & 
K Laundry building, 707 S. Main St. 


BANGOR, PA.—A boiler room fire 
caused an estimated $15,000 to $20,000 
damage at Crystal Laundry, Pennsyl- 
vania Ave, and First St. Clair Peifly, 
owner, stated that facilities at the Elec- 
tric Sanitary Laundry in Easton were to 
be used until the firm could resume its 
normal operation. 


GREENSBURG, PA.—New shirt fin- 
ishing equipment has been installed at 
Keystone Laundry, Allwine and Laird 
Sts. L. J. Cowan is manager of the firm. 


STATE COLLEGE, PA.—Three em- 
ployees of Danville State Hospital at- 
tended a meeting of institutional laundry 
supervisors, business managers and _ su- 
perintendents at Pennsylvania State Uni- 
versity recently. The institution was one 
of 40 cited for meritorious performance 
of services. 


AMBRIDGE, PA.—Premises at 1025 
Merchant St. have been leased by Wood- 
lawn Laundries. 


HARRISBURG, PA.—New shirt finish- 
ing equipment has been installed at Sani- 
tary Laundry, 16th and Elm Sts. 


HARRISBURG, PA.—Fame Laundry, 
Sixth and Herr Sts., and Royal Laun- 
dry, 1354 Howard St., have merged and 
formed Royal Fame Laundry, Inc., with 
headquarters at the Howard St. address. 


ETOBICOKE, ONT., CAN.—A new 
establishment has been opened by To- 
ronto Sanitary Towel Supply Co. 


STRATFORD, ONT., CAN.—Approxi- 
mately 90 people, including association 
members and hospital administrators, at- 
tended a recent meeting of the Western 
District of the Ontario Association of In- 
ternational Laundry Managers, held at 
Stratford General Hospital. Luxton 
Thuell, laundry manager of the hospital, 
was host. S, Hierons, president of the 
association and laundry manager of 
Kitchener-Waterloo Hospital, outlined 
the history of the organization. 


YORK, PA.—Mechanics Steam Laun- 
dry, Inc., 29 Overbrook Ave., has been 
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sold to Coyne Industrial Laundries, Inc., 
of Erie, Pa. The new owners operate 
a chain of industrial laundries in eight 
states and Puerto Rico. 


LITTLE FALLS, N. J.—Little Falls 
Laundry was host recently to some 75 
members of its 25 Year Club. Nicholas 
Vander May, general manager, was mas- 
ter of ceremonies, The new members 
received diamond-studded pins and 25- 
year membership certificates. Two em- 
ployees received gold wristwatches for 
35 years of association with the firm. 


NEW YORK, N. Y.—Murray Cohen, 
president of Consolidated Laundries 
Corp., has announced the appointment 
of Kermit Hiller as general manager of 
the company’s Industrial Division. Mr. 
Hiller’s new position places him in 
charge of two plants in Jersey City 
and the Bronx. He will also be in charge 
of industrial sales and related problems 
at the company’s plant in Buffalo. 


MILBANK, S. D.—E. A. Kuhl has an- 
nounced plans to establish a laundry in 
a new building at 208 Third Ave., W. 


YAKIMA, WASH.—A grand opening 
celebration was held at F & F Laundry, 
1004 N, First St., by W. L. Fulk. 


LEOLA, S. D.—J. E. Ellis, who re- 
cently opened a shoe repair business, 
has announced plans to establish a laun- 
dry. 


YANKTON, S. D.—Robert Zacek and 
Larry Hevele have purchased Yankton 
Laundry and Cleaners, 229 Broadway, 
from Mr. and Mrs. Melvin Whitman. 
University Cleaners in Vermillion and a 
drycleaning concern in Beresford are still 
owned and operated by the Whitmans. 


VANCOUVER, B. C., CAN.—A, B. 
Christopher, president of Nelsons Laun- 
dries Ltd., has announced the promo- 
tion of Gordon Farncombe from. sales 
manager to general manager. 


PORTLAND, ORE.—A_ business _li- 
cense has been issued Edmund and Sarah 
Grace Schueller for establishment of a 
laundry at 3423 S. E. Belmont St. 


GRESHAM, ORE.—Jack Gleason has 
established 3-Penny Wash in the Rock- 
wood Shopping Center at 18701 S. E. 
Stark St. 


GRAND ISLAND, NEB.—New equip- 
ment has been installed at Model Laun- 
dry, according to a recent announcement. 


DALLES, ORE. — Model Laundry, 
which was destroyed by fire recently, 
was scheduled to be opened in the 500 
block of W. Ninth St., adjoining Sparkle 
Cleaners, also owned by Don Martin, 
owner of Model. 


OS 
Looures 


GAINESVILLE, GA.—More than 500 
people attended the November clinic of 
the Greater Gainesville Launderers and 
Cleaners Association, which was held at 
the Gainesville Civic Bldg., in coopera- 
tion with the Georgia Launderers and 
Cleaners Association. Highlighting the 
occasion was the address of Dr. Dorothy 
S. Lyle, director of consumer relations, 
National Institute of Drycleaning, who 
spoke on “Modern Fabric Problems.” 


BIRMINGHAM, ALA.—Officers and 
board members of the Institute of Indus- 
trial Launderers held a meeting recently 
in the Martin Bldg. of the Southern Re- 
search Institute. 


SPINDALE, N. C.—Bill Avant, T. H. 
Wall and Nelson Park, owners of Forest 
Dale Laundry in Forest City, have an- 
nounced plans to open a quick-service 
laundry on E. Main St., now under con- 
struction. 


HUNTSVILLE, ALA. — Wilson’s 
Laundry and Dry Cleaning Co., 106 
Greene St., N. E., has opened a branch 
at 117 Governor’s Dr., S. E. A, E, Wil- 
son, Jr., and his father are the owners. 


MACON, GA. — Sno-White Laundry 
has opened a branch in the new Shur- 
lington Plaza Shopping Center, 


DURHAM, N, C.—Sanitary Laundry 
and Cleaners was scheduled to be opened 
in the new Wellons Village Shopping 
Center at Miami Blvd. and Wake Forest 


Rd. 


FT. SMITH, ARK.—Wayne and Bes- 
sie Elliott have opened Park Plaza Laun- 
dry in the Park Plaza Shopping Center. 


CAMDEN, TENN.—An open house 
was held recently by Bert Mullins in his 
new laundry located on Highway 70. 


NEW PORT RICHEY, FLA.—Mr. and 
Mrs. Roy Benedict have opened a laun- 
dry in the Eastern Star Bldg., 103 E. 
Missouri. 


JENNINGS, LA.—Broussard Laundry 


was damaged by fire recently. 
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For best results use a condenser 


--- the heart of a water-EY 0 Ta: Tum suit 


NEW IMPROVED CISSELL CONDENSER 


¥ Die-Cast of Aluminum in Two Sections 
¥ Eliminate Spray-Gun Clogging 
¥ Clean it in a Matter of Minutes 


Spray Gun Problems? Then, look to the 
scale, lime, corrosion and core sand within 
a sand-cast condenser or water line for 90% 
of the trouble. Cissell has ELIMINATED 
THIS PROBLEM. 


The new Cissell Condenser is DIE-CAST 
OF ALUMINUM. No more trouble from 
core sand found within a sand-cast con- 
denser. Between the two condenser sections, 
sealed with an “O” ring gasket, is a 200 Mesh 
Monel Screen. Here is strainer perfection. 
Grit and sediment cannot pass through hose 
to gun... all foreign matter is eliminated 
eee your spray gun performs properly. 


The Cissell Condenser is EASY TO 
CLEAN ... just TAKE IT APART! Solve 
your spray gun problems the easy way with 
the new, improved Cissell Condenser. 


“O" Ring Gasket 


Strainer with 
200 wire mesh 
to sq. in. 


LOWER SECTION UPPER SECTION 


THIS IS IT! The upper and lower sections are 
joined together by cap screws that tightly seal 
the sections into one strong body. Take it apart 
quickly . . . clear and re-install it in a matter 
of minutes! 


W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. 


Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles 
Foreign Distributors write Export Dept. —Cable Code ‘‘CISSELL."’ 


Consult Your Yobber 
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To: Institutional Laundry Managers 


From: G. A. Braun, Inc. 


suBJECT: Comparative Laundry Costs 








Six Months of Operation of a new Midwestern Hospital Laundry* 


Salaries 


Purchasing Service: 
Nursery 
Miscellaneous 
Supplies 
Office Supplies 
Linen 
Minor Equipment Replacement 
Repairs to Equipment 
Miscellaneous 


Depreciation of Equipment 
TOTAL COST 


Pounds of Laundry Processed 

Cost per pound before depreciation 
Cost per pound after depreciation 
Patient Days 

Pounds per Patient 


$ 7,972.80 


564.00 
323.53 
2,468.86 
5.18 
262.36 
353.46 
146.50 
82.62 


1,149.50 
13,328.81 


269,545 
4.52 
4.94 

25,308 
10.6 





January, 


These are the actual cost figures reported by the laundry 
manager of a new, Braun-equipped hospital laundry. They in- 
clude all costs of operation, including beginning supplies 
purchases, and the figures, as you can see, are most attractive. 
Moreover, this laundry manager reports an average 3.37 
cents per pound costs for the last two months of operation. 


Is this laundry manager pleased with what has been accom- 
plished? Well, comparing his costs, he found that $3,301 had 
been saved for the hospital in a 9 month period. He checked 
and found that average cost per patient bed in his area is 64 
cents per day, and that his cost is only 43 cents per day. 


He had his quality checked, and A.I.L. reports showed tensile 
strength loss at an amazing 4 percent—but even more amaz 
ingly, whiteness retention was reported at 100 percent! 


FOR COMPLETE INFORMATION WRITE TODAY: 


G. A. BRAUN, we 


<i \ 


461 E. Brighton Ave., Syracuse, N. Y. 
410 Bloor St. East, Toronto, Ontario, Can. 
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These excellent cost figures and quality records—along with 
the tremendous production achieved, such as the month of 
October’s 54,020 Ibs. in 22 eight hour working days—were 
accomplished with just one Braun 200 pounder and one 
Braun 60 pound Washer-Extractor! 


Hence this memorandum to the alert operator in family, 
institutional or rental laundry. Braun Unit Wash equipment 
can lower your costs and increase the quality of your work 
We have the facts and figures to prove it. Qualified represen 
tatives in every part of the country will work with you to 
provide a model laundry operation—one that will pay for 
itself in space, supplies, labor and water savings. 


We suggest that you tear out this advertisement as a re- 
minder to contact us without delay. 








* Marion General Hospital, 


Marion, Indiana. Mr. Don 
Lucas, Laundry Manager, 
supplied and verified all fig- 


ures given. 
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MURDER 


what 
garage 
conditions e 
Cr a 
1) \ 


ordinary 


= 


é 
4 
fender { 
cloths! 


but fender cloths of 100% ACRILAN*’ live on and on... 


Hot trouble lights, hot manifolds, corroding bat- 
tery acid, grease and oil—this gas-house gang can’t 
touch fender cloths of 100% ACRILAN! 

Why? Simple. With ACRILAN, heat resistance, even 
scorch resistance is built right in. That’s not all. 
Fender cloths of 100% ACRILAN also resist the bite of 
acid. Shed ground-in grease, grime and oil in the 
regular wash cycle. Go through countless launder- 
ings without shrinking, without stiffening, without 
weakening. Seldom need mending! 

Naturally, the original cost is more, but on a cost- 


wear basis you actually save money—since fender 
cloths of 100% ACRILAN will still be going strong after 
you've replaced your old-style fender cloths for the 
fourth time! 

If you don’t have these fender cloths, an in- 
vestigation is in order. See for yourself how they can 


| quickly up profits by cutting down on replacements. 


*Registered trademark of The Chemstrand Corporation for its acrylic fiber 
4 P y 


ACRILAN 


Chemstrand makes only the fiber, America’s finest mills and manufacturers do the rest 


THE CHEMSTRAND corporaTION +* GENERAL SALES OFFICES: 350 FIFTH AVE., NEW YORK 1, N. Y. © DISTRICT SALES OFFICES: 350 Fifth Ave. 


New York 1; 344 Overwood Rd., Akron, Onio; 197 First Ave., Needham Heights, Mass; 


Canadian Agency: Fawcett & Co., 34 High Park Blvd., Toronto, Canada 


January, 1959 


129 West Trade St., Charlotte, N. C.; California Office: 707 South Hill St., Los Angeles 14 


YLIC FIBER— Decatur, Ala.; CHEMSTRAND*® NYLON — Pensacola, Fla 
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Shamrock washroom trucks 


Shamrock Plastic Washroom Trucks assure greater efficiency in 
your washroom, because they’re feather-light . . . snag-proof . . . 
help increase operators’ output! They glide about easily when 
fully loaded. The smooth plastic takes all the punishment you’ll 
ever give it . wears longer, stays watertight. 

Shamrock Plastic Washroom Trucks chemically resist acids, alkali, 
bleaches, sours, starch. No rivets, welds or bolts, nothing to rust. 
Made in 3 styles to suit every need. Standard color: dove gray 
inside and out. Also other pastel colors on orders of 12 or more. 
Colors are permanently bonded! Equip now with these superior 


Shamrocks! 





Built and Backed by 


MEESE, INC. 


Madison, Ind. 


SALES OFFICES: NEW YORK—F. R. Tyroler, 
55 West 42nd St., PE 6-0615; ATLANTA— 
W. E. Petway, 2577 East Densley Dr., North 
Decatur, Ga., MElrose 6-3192; FORT 
WORTH-V. M. Hooton, 4220 Normandy 
Road, JEfferson 6-6564; WEST COAST-— 
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Gene Daniels Sales Co., P. O. Box 846, La No. 400 Elevated Truck has drain 


Puente, Calif., EDgewood 3-2116. Export 
Mgr.—R. A. Auerbach, Easton, Pa., Cable 
Address: ‘‘Natly.' 


hose, wood rack. No. 400R (not 
shown) has removable basket no 
drain hose or wood rack 


Ask Your Shamrock Jobber For Facts and Prices 
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TWIN-FAB 
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TUFF-FAB 


ALL STEEL WOOL 
FOR ECONOMY 


e 
KOMBI au. in one 


UNIT - SPONGE RUBBER 
DRY CLEANING PRESS PAD 


CLEANING MITT 


ALSO CLEANING PADS 
FOR FLATWORK IRONERS 
a 
BULLDOG PRESS COVERS 
ASBESTEX PRESS COVERS 


Proven'throughout years of service to the 
industry, the Bulldog line assures long- 
wearing quality and maximum economy. 
Ask your jobber about the Bulldog line, 
or write us for complete literature and 
list of reliable Bulldog dealers. 


X. S$. SMITH 


INC. 
RED BANK - NEW JERSEY 
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Linen Suppliers are 


RISING T0 NEW HEIGHTS 


aboard 


ANGELICA’S 
MAGIC CARPET! 


Why? Because Angelica, a member of the Linen Supply Association since 
its founding in 1917, has bent over backward to give suppliers top quality 
products, fast, efficient service, all-out co-operation to help keep this 
rapidly growing industry ‘‘flying high.” 
Angelica warehouse stocks include a complete line . . . herring- 
bone and twist twill industrial uniforms, professional uniforms, 
utility garments, high style dresses, coats, and pants... all 
available for immediate delivery. 
Angelica’s Linen Supply Line offers top quality materials and 
workmanship in economy-priced garments that can be serviced 
profitably. 
Angelica-sponsored ads of linen service appear in leading trade 
journals. 
Angelica sales aids are furnished to suppliers for their routemen. 
Angelica’s national sales force, with representatives in fifty 
major cities, is trained to work with suppliers. ..to keep an 
ear to the ground for new linen supply prospects, and to refer 
these leads to their linen supply customers. 
Consult your local Angelica sales representative, or write the nearest 


Regional Sales Office. 


Augelees UNIFORM CO. 


1427 Olive St., St. Louis 3, Mo. 

107 W. 48th St., New York 36, N. Y. 
177 N. Michigan Ave., Chicago 1, Ill. 
1900 W. Pico Bivd., Los Angeles 6, Calif. 
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Engineering Section 





What You Should Know About Traps 


The trap serves two masters. This article 


suggests ways to help maintain its efficiency 





By JOSEPH C. McCABE 


4" MAIN 


1 ‘| is ENGINE PRESSURE REDUCING VALVE r - AND VALVES 
. GENERATOR FRAPS AND VALVES are important 
0 EQUALIZING LINES_____ 10" MANIFOLD aids to effective operation. These 


‘2 DEARE ATOR 
a — monitor devices operate somewhat as 
pe thang eegin the shock absorbers of the steam cycle, 
2 - | 3 5 and they serve the equipment to 
SETS UNITS 21 6-ROLL | HOKE which they are connected as well as 
appare, | PRESSES |SHIRTS TUMBLERS FLAT- | ||RONERS the entire boiler cycle. 






































WORK a Your boiler, the piping, pumps, 


GROUP IRONERS 





| compressors have been purchased and 
\ \ installed to meet maximum load condi- 
2 ; : tions. The valves and the traps on the 
or power system are expected to operate 
MAIN LAUNDRY well at this load. But here is where 
TUMBLER ACCUMULATOR 
ACCUMULATOR 
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the shock-absorber idea comes in. The 
valves in the lines must be able to 
open wide enough for full load and 
yet squeeze down to where the flows 
drop to the level of the loads below 
the maximum. 

The traps similarly have to meet 
this change in flow by removing either 
more or less condensate, or more or 
less air. This must be done in an eftec- 
tive, orderly way while allowing the 
steam-using equipment to perform as 
expected over a range of loads. 

Figs. 1 and 2 are diagrams of the 
working steam and hot water cycles 
for a large Midwestern laundry. 

The dotted lines on Fig. 1 repre- 
sent the condensate or the steam that 
has served its purpose in the equip- 
ment. It is valuable because it is soft, 
relatively free of entrained gases, and 
carries costly B.t.u. that should not 
be wasted. Fig. 2 shows the hot water 
cycle for this same plant but it carries 
some important crossover points where 
the monitoring of the passage from 
steam to condensate is under the con- 
trol of traps. 


What the trap does 


A word at this point on the general 
role of the trap is definitely in order. 
These devices are meant to keep the 
condensate or the spent steam moving 
out of the steam-using equipment once 
it has given up its heat. And this spent 
steam or condensate should be _re- 
moved as quickly as it forms and in 
sufficient quantity to prevent backups. 

In any heating unit, presence of ail 
reduces the heating effect of the steam. 
Immediately upon the shutting down 
of a process the heating spaces remain 
filled with steam. But the steam soon 
condenses and leaves a partial vac- 
uum inside. Air then enters through 
vents and packing glands and_ the 
spaces fill with air. Moreover, unless 
an efficient deaerator serves the boil- 
ers, a certain amount of air enters with 
the feedwater. In the boiler, this air 
is driven out of the water and carried 
along with the steam into process 
units. 

It can be seen that air in the steam 
space may result from the start-up 
condition or, in some cases, from en- 
trance with the steam during the run- 
ning condition. These two conditions 
differ in many respects and should be 
considered separately 


Further problems 


The difference between start-up 
conditions and regular service are only 
part of the problems of a working 
trap. These problems get rather spe- 
cialized with each piece of equipment 
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used and the effect of all your trap 
discharges on your condensate han- 
dling and boiler water supply system 
must be considered. 


Ask manufacturer—he knows 


When a problem arises seek the 
help of a reliable manufacturer. The 
odds are that he has seen your prob- 
lem somewhere else and can give you 
the benefit of that experience. 

This combined requirement—effec- 
tive trapping of individual equipment 
and efficient handling of all conden- 
sate so trapped—must be the ruling 
one when considering trap installa- 
tions. 

There are a number of ways to 
meet this requirement. The most com- 
mon system is one in which traps 
alone are employed and the system 
piping and equipment operating pres- 
sures are all reviewed and made into 
a working whole. Frequently this ap- 
proach leads to problems because the 
average plant man knows the chances 
are that he can safely add another 
steam-using device or increase the rat- 
ing on one he is using without any 
noticeable strain on the condensate 
system. But one day comes the rude 


awakening. Yet a properly engineered 
trap and return system will work well 
and perform in first-rate fashion. 

Now, in Fig. 1, a rather different 
system from the conventional trap is 
employed. Here a special condensate 
return system is employed. Its func- 
tion, however, is much like that of 
the trap. The major differences are: 
(1) the condensate is led to an ac- 
cumulator, and (2) the quantity of 
condensate is fairly large so that spe- 
cial handling can be justified 


Role of accumulator 


Accumulators are in effect storage 
vessels just like hot water storage 
tanks. The difference is that they store 
or accumulate hot water at a tempera- 
ture as close as possible to the steam- 
ing point at the storage pressure. 
When steam demand is high for a lim- 
ited time, the accumulator is trapped. 
The hot water under pressure in the 
accumulator flashes to steam and the 
steam released serves the demand. 
The boiler has been spared. It pro- 
duces a very definite saving in boiler 
investment and is worth the cost of 
installation. 

Continued on page 68 


Table |. Typical Steam Consumption and Condensate 
Flows of Laundry Equipment 





Process 


LAUNDRY EQUIPMENT 


Flatwork ironers: 
48-inch x 120-inch, 1-cylinder 
48-inch x 120-inch, 2-cylinder 
4-roll, 100- to 120-inch .. 
6-roll, 100- to 120-inch . 
8-roll, 100- to 120-inch 


Shirt equipment 
Double sleeve 
Body 
Bosom 

Dryrooms: blanket , 
Conveyor, per loop, approximately 
Truck, per door, approximately 
Curtain, 50 x 114 
Curtain, 64 x 130 . 


Starch cooker, per 10-gallon capacity .. 


Collar equipment: collar-and-cuff ironer 


Tumblers, general usage, other source 





Single-cuff, neckband, yoke, No. 3, each 


Starcher, per 10-inch length, approximately . 
Laundry presses, per 10-inch length, approximately 


Handy irons, per 10-inch length, approximately 


36-inch, per 10-inch length, approximately 
40-inch, per 10-inch length, approximately 
42-inch, per 10-inch length, approximately 


Boiler 
horse- 
power 


Lb. steam 
per hour or 
per unit 

















Adjustable needle valve 


for 


steam lock release 


Mechanically 
operated 





SMALL STEAM TRAP 


..» but large capacity! 


New Design 
New Operating Principle 
Small as a tee fitting! That’s 
the Sarco TD... all sizes 
% to 1”! 

But don’t let the small 
size fool you! 42” Sarco TD, 
for example, has capacity of 
1280 lbs/hr, 150 psi, saturat- 
ed steam temperature. 

Capacity is determined, 
not by a bulky body, but by 
the effective orifice, valve 
action, pressure drop, and 


condensate 


temperature. 


Few of many advantages 
Same trap and large capac- 
ity seat for all pressures, 
10 to 600 psi... light or 
heavy loads. Self-adjusting. 
Has no valve mechanism. 
Only one moving part. 

Ask for 60-day trial trap 
and strainer. No cost or ob- 
ligation. Buy only if satis- 
fied. Specify size, use. Sarco 


Co., Inc., 635 Madison | 


Ave., New York 22, N. Y. 











2228-F 


SARCO The D aan ig STEAM TRAP 


THE MODERN TRAP THAT IS MAKING STEAM TRAPPING HISTORY! 


Continued from page 67 


But to get back to the purpose at hand. With the system 
used in Fig. 2, a number of stainless-steel rods (threaded at 
both ends and drilled through their length with specially 
sized holes of from 1/16 inch to 9/16 inch depending upon 
the quantity of condensate) serve as metering devices or, it 
effect, as orifice-type traps. Their resistance to flow permits 
condensate to flow readily and in an amount depending 
upon the exhaust pressure of the steam-using equipment 
they service. 

Steam tends to develop a back pressure and seals itself 
off if only steam is leaving the equipment. The accumulator, 
however, has the last word in ridding the system of any en- 
trapped air. 


Role of manifold 


The exact bore or hole diameter through the rod is a cal- 
culated one so that it serves as an orifice to speed up the 
discharge steam, air and condensate mixture leaving the 
steam-using equipment. The speed of movement through 
the orifice is set so that any upstream tumblers, for example, 
could not divert steam flow from any downstream machine. 
The steam, condensate and air mixture from all metering 
units enters a common manifold for delivery to the accumu- 
lator. 

This manifold is so pitched that condensate will flow by 


(Top to bottom, at right) Fig. 3: Details of a float 
trap. Fig. 4. High-pressure float and thermostatic 
trap. Fig. 5. Section of a thermostatic trap. Fig. 6. 
Details of a vertical open-top bucket trap 
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We are now building in quantity and stocking a number 
of standard size Inversand Zeolite Water Softeners. These 


popular water softeners are available at low prices and 


Remember, Inversand Zeolite Water Softeners are used 
by hundreds of commercial and institutional laundries 


everywhere . . . many for over thirty years. 


Write for full details, or a Representative will call. 


convenient terms. They 
are the latest design, fully 
guaranteed, and we feel 
A GOOD BUY at this time. 


Bulletin IS-1 sent on request 


HUNGERFORD & TERRY, Inc. 


Clayton 8, New Jersey 








gravity to the accumulator or pressure 
tank. A float valve in this accumulator 
permits the condensate to build up to 
about one-third the tank’s volume. Any 
more than this and the float valve 
opens to discharge the excess to a re- 
turn line back to the boiler room at a 
temperature equivalent to the steam 
pressure on the accumulator. 

The upper two-thirds of the accu- 
mulator fill up with the steam and air 
carried out in the discharge from the 
metering units. The pressure of this 
mixture amounts to almost the same 


as the pressure supplied to the tum- 
blers. The only difference is the small 
pressure loss through the tumblers, 
the metering units and the manifold. 

The steam stored above the liquid 
level in the accumulator is then piped 
to a group of equipment, the steam 
requirements of which meet a calcu 
lated quantity that assures continuous 
flow through the circuit. The conden- 
sation from this second circuit passes 
through orifice-type traps. 

An outstanding feature of 
makes _ it 


these 


accumulators possible to 


Table Ul. Functional Groupings for Steam Traps 





Main steam system 
master trap flow 


Drip, drain or low 
point 


Radiator 


High-pressure or 
process 





___ Function Type 


Float or continuous 


Float or thermostatic 


Small thermostatic 


Select proper type bucket 
or adequate capacities 


Operating Features 


Large capacity to remove all 
line condensate, 3 to 
pound per square foot 
E.D.R. 


Installed at low points to re- 
move collected water and 
air 


Operated by temperature 
rather than water level 


Separate trap for each piece 
of equipment. Saving 10 to 
25% over single trap for 
an entire group 
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pump the relatively cold condensate 
during the warming-up period direct- 
ly to the flash tank in the boiler-water 
cycle (Fig. 4) for proper heating in 
the deaerator. Once pressure is estab- 
lished within the accumulator, the 
specially designed liquid-level control 
takes over to have the same pump de 
liver the warm condensate directly to 
the boiler. 

This same sequence ot operation 
occurs at the end of the day when 
steam pressure drops off on the accu 
mulator. As a result of this constant 
action no condensate remains in any 
machine at any time regardless of the 
steam pressure carried. This duplex 
service holds down maintenance costs 
but, more important, it assures quick 
heating of all processing equipment 


Good engineering pays 


The reason we went into such detail 
on the cycle of Figs. 1 and 2 was to 
stress the importance of engineering 
the condensate removal system. Traps 
do a beautiful job and you can fur- 
ther their effectiveness by realizing 
their monitoring role. They not only 
keep steam-using equipment operat 
ing properly but they pass along the 
valuable condensate to its correct end 
use—new boiler feedwater. 
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Prosperity Appoints Grossman 


WILLIAM F. GROSSMAN 


William F. has 
been appointed manager of the 
Coin-Operated Sales Depart- 
ment of The Prosperity Com- 
pany, Syracuse, N. Y., by How 
ard J Martin, 
manager 

Mr. Grossman's responsibility 
will be the setting up of an ex- 
perienced sales organization to 
market the R. C. A. Whirlpool 
Commercial Washer for which 
Prosperity has been appointed 
the exclusive national distribu- 
His headquarters will be 
the company’s general offices in 


Grossman 


general sales 


tor. 


Syracuse 
Mr 


consultant to 


has been a 


laundry and 


Grossman 
the 


for 
has 


drycleaning industry the 
past five years. He been 
serving as a sales representative 
in the Jersey City office of 
Prosperity, Prior to this, he was 
employed as a district manager 
with a distributor of coin-me- 
tered laundry equipment. He 
Was also the owner of one of 
the largest laundry and dry- 
cleaning plants in Buffalo, N, Y. 


Kliegman Appointments 


Kliegman Brothers, Inc., 
Brooklyn, N. Y., has announced 
the employment of Irving Son- 
nenfeld, Jackson Heights, N. Y., 
as a sales representative. The 
company has also hired S. Nel- 
son Benson, Syosset, N. Y., as 
a washroom technician. Both 
new staff members have had ex- 
perience with well-known chem- 
ical companies in the industry. 


M & L Supply Appoints Thiry 


The M & L Supply Co., Ak- 
ron, Ohio, has appointed Rich- 
ard F, (Dick) Thiry director of 
equipment sales in the metro- 
politan Cleveland area. His 
headquarters will be at 3306 
Bosworth Rd., Cleveland 11. 
Mr. Thiry has had many years 
of experience in plant layout 
and equipment. 


Governor Meyner Dedicates New Kohnstamm Plant 


Governor Meyner of New 
Jersey was the featured speaker 
at the dedication cere- 
monies of the H. Kohn- 
stamm & Company plant in 
Kearny, N, J. In his address he 
stressed the importance of the 
international aspects of the in- 
dustry toward maintaining a 
healthier world atmosphere. 


recent 
new 





The dedication ceremonies 
were attended by over 250 
Kohnstamm employees and 
guests, Introductory remarks 
and welcoming greetings were 
delivered by Louis J. Woolf, 
board chairman of Kohnstamm, 
and Paul L. Kohnstamm, presi- 
dent, presided over ceremonies 
awarding long-term service pins. 


Other featured speakers were 
Mayor Joseph M. Healey of 
Kearny and Dr. David Jorysch, 
Kohnstamm’s technical director. 

The new plant, covering an 
area of 40,000 square feet, is 
part of an expansion program 
that recently saw the Kohn- 
stamm home office and research 
laboratories moved to new en- 
larged quarters at 161 Avenue 
of the Americas in New York 
City. 

Pictured are, reading left to 
right: Louis J. Woolf, Mrs. Rob- 
ert Meyner, the Governor, and 
Paul L. Kohnstamm. 


Washine Sales Manager 


ARNOLD STERN 


The appointment of Arnold 
Stern as general sales managet 
has been announced by Wash- 
ine Chemical Corporation, Lodi, 
N. J. In his new capacity, Mr. 
Stern will have over-all sale; 
direction for the Industrial 
Chemicals and Laundries Divi- 
sions of Washine. 

A member of the Washine 
sales staff since January 1953, 
Mr. Stern has been serving 
most recently as assistant sales 
manager, he spent 
five years as a chemist and sales 
representative for United Dis- 
tillers Corp. of America which 
he joined upon graduating from 
New York University with a 
bachelor’s degree in chemistry 


Previously 


Clinton District Manager 


Roy L. qr., 
been appointed district 
ager for Clinton Corn Process- 
ing Company, Clinton, Iowa, in 
charge of the company’s new 
district sales office at 307 Mer- 
Exchange Bldg., 5100 
Oakland Ave., St. Louis, Mo. 
The announcement was madc 
by H. A. Bendixen, vice-presi- 
dent and general sales manager. 

Mr. Creamer has been with 
Clinton as a sales representa- 
tive in the Kansas City district 
for the past 11 years, 


has 
man- 


Creamer, 


chants 


Bouvier Heads Pantex Board 


JOHN A. BOUVIER, JR. 


At the last board of directors 
meeting John A. Bouvier, Jr.. 
was elected to the newly creat- 
ed position of chairman of the 
board of the Pantex Manufac- 
turing Corporation, Pawtucket, 
R. I. Along with acquiring a 
substantial interest in Pantex 
Mr. Bouvier will be active in 
broadening the company’s field 
of operations both here and 
abroad. 

Mr. Bouvier is well known in 
the laundry and drycleaning 
field through his previous posi 
tion as president of another 
firm. 


Nicholson Sales Manager 


E. G. STREIFF 


E. G. (Pete) Streiff has been 
appointed drycleaning sales 
manager of W. H. Nicholson 
and Co., Wilkes-Barre, Pa. He 
will be responsible for sales dis- 
tribution of laundry, dryclean- 
ing and pressing equipment 
engineered and built by Nich 
olson. His headquarters will be 
the company’s home office. 

Active in the field for 30 
years, Mr. Streiff has been a 
salesman in the Middle West 
for the U, S. Hoffman Machin- 
ery Corporation and sales man- 
ager for Olson Filtration Engi- 
neers. He has worked with 
distributors in the U. S. and 
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Canada. Mr. Streiff is a gradu- 
ate of Marquette University 
and studied at Illinois Institute 
of Technology. 


Wolff Company Moves 


The Robert L. Wolff Com- 
pany recently moved to larger 
quarters at 3131 N. Halstead 
St., Chicago, Ill. 

Mr. Wolff also announces 
the addition of Bill Skahen to 
his sales staff, Mr. Skahen has 
had many years of experience 
in the drycleaning and laundry 
industries. 


Heads Fablok Subsidiary 


Jack Rachleff has been ap- 
pointed president of Best Dye- 
ing & Finishing Co., Elizabeth, 
N. J., by the stockholders of 
the parent corporation, Fablok 
Mills, Inc., Irvington, N. J. 
This new subsidiary integrates 
Fablok’s knitting operation, 
giving improved service and 
quality control, the announce- 
ment states. 

Mr. Rachleff is sales man- 
ager of the industrial net divi- 
sion of Fablok and is known in 
the laundry trade for his many 
operating - systems innovations 
for power laundries. 


American Gives Suggestion Contest Awards 


For their suggestions to im- 
prove products or manufactur- 
ing methods, five members of 
The American Laundry Ma- 
chinery Company’s Cincinnati 
factory recently won 
awards. 

In the company’s thirtieth 
annual suggestion contest 
grand prize winners were: 
first, John Lusk; second, Clar- 
ence Laudick; third, Joseph 
Roling, and fourth, Joseph R. 
Curee. Joseph Roling, for the 


cash 


twelfth consecutive year, won 
the award for entering the most 
accepted suggestions, 255. Law- 
rence Bentley, with 90 accepted 
suggestions, was runner-up, 

Pictured is Harry W. Knox 
(fourth from left), manager of 
The American Laundry Ma- 
chinery Company’s Cincinnati 
factory, presenting award 
checks to, left to right: John 
Lusk, Joseph R. Curee, Joseph 
Roling, Lawrence Bentley and 
Clarence Laudick. 


Wives Participate at Sterling Sales Meeting 


At the three-day sales meet- 
ing recently held by the Ster- 
ling Supply Corp., Philadelphia, 
Pa., in Atlantic City, the wife 
of every executive and salesman 
was invited to attend and ac- 
tively participate in discussions 
on the company, its services 
and its products. The theme of 
the meeting, according to Her- 
man Levine, Sterling’s presi- 
dent, was “recognition of the 
important parts our wives play 
in our business lives; and rec- 
ognition, too, of the obligation 
Sterling has toward helping in 
the development of the indus- 
try.” 
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The various award achieve- 
ments were presented jointly to 
each husband and wife. The 
ladies were excused from the 
more technical sessions on pack- 
aging and related problems, but 
joined in examining many of 
the new products that Sterling 
will introduce to the industry 
within the next few months. 


Key-Tag Laundry Film 

The “rebirth” of the Hessler 
Laundry, Wilkes-Barre, Pa., is 
shown in a new moving picture 
produced by The Key-Tag 
Checking System Co. Filmed in 


sound and color, the 45-minute 
movie is a case history of Hess- 
ler’s plantwide reorganization 
to meet present-day problems. 

Engineering of the new plant, 
according to the Hessler man- 
agement, was based on the new 
Key-Tag Lot Control System. 
Substantial savings and _ in- 
creased production are reported 
in every department with left- 
overs reduced to three for 50,- 
000 pounds of retail work in 
an average week, Key-Tag’s 
new system, says Hessler, per- 
mits the incentive pay 
to speed up mark-in and assem- 
bly while reducing mistakes to 
near zero, 


use of 


The new film follows typical 
customer bundles step by step 
through the plant, from the 
time they are unloaded from 
the route truck until they are 
loaded again for delivery. 

Reservations for use of the 
new movie may be made by 
writing The Key-Tag Checking 
System Co., 6509 Hough Ave., 
Cleveland 3, Ohio. 


Procter & Gamble 
Appointment 


The appointment of Paul R. 
Parrette as manager of the 
newly established Trade Rela- 
tions Division of Procter & 
Gamble, Cincinnati, Ohio, has 
been announced by T. J. Wood, 
vice-president of sales. 

Mr. Parrette has been asso 
ciated with Procter & Gamble 
for 32 years, mostly in the 
company’s sales organization. 
Recently he has been president 
and general manager of the 
company’s Philippine subsidi- 
ary and during the past two 
years has been setting up the 
organization of Procter & Gam- 
ble Belge, which manufactures 
and supplies company products 
to Belgium, Holland and Lux 
embourg. 

The Trade Relations Division 
has established to assist 
the company’s various sales or 
ganizations and other depart 
ments in maintaining 
relationships with distributors 
retailers and industrial users. 


been 


good 


Ajax Gets Tito Nod in Yugoslavia 


At the Fifth Annual Zagreb 
International Trade Fair at Za- 
greb, Yugoslavia, a large group 
of dignitaries, including Yugo- 
slav President Josip Broz Tito 
(second from left) and his wife, 
showed great interest in the 
four displays exhibited by the 
U. S. Department of Commerce. 

President Tito and his wife, 


Milnor Adds Equipment To Increase Output 
site == ™ 


Pellerin Milnor Corporation, 
New Orleans, La., recently 
placed in operation a_ giant 
precision metal-working press. 
It was too large and bulky to 
be installed in the company’s 


known as fastidious dressers, 
closely inspected the display of 
a typical drycleaning plant in 
the American Pavilion and 
watched as a suit was cleaned 
pressed and finished in 30 min 
utes. The high-speed plant was 
run by two men and a girl op 
erated the two Ajax 


presses 


steam 


new factory building so that a 
special press building had_ to 
be erected. 

Used for the precision stamp 
ing and shaping of large metal 
parts, the press was needed to 
increase Milnor’s production to 
keep up. with 
mands. The 
weighs 60 tons and is capable 
of exerting a force greater than 
the weight of 150 automobiles 


product de 


new machine 


Jones Joins With Dalex 


Dalex Co. Limited, Toronto 
Ont., has announced its 
ciation with J, M. Jones & Son 
Limited of the Maritime Prov 


asso 


71 











EXCLUSIVE ON C/L WASHERS 


YEAR 
GUARANTEE 


on the amazing, LEAK-PROOF 
C/L Sealomatic 


Trunnion Seal 


*¥ 


One of 6 exclusive C/L features, each patented 
or patent pending, and each guaranteed for 5 


years! At the critical spots where ordinary wash- 
ers customarily break down, C/L guarantees 5 


trouble-free years! 


WRITE, WIRE OR PHONE FOR FULL C/L STORY 


CUMMINGS - LANDAU 


Laundry Machinery Co., 


Inc. 


305-317 Ten Eyck St. Brooklyn 6, N. Y. 


HYacinth 7-1616 


inces. J. M. Jones, in the capac- 
ity of sales agent, will take over 
ill of chemicals and 
equipment previously sold by 
Dalex Co, Limited. 

James M. Jones, who found- 
the company in 1954, has 
experience in 
the Maritime 
are in Mone 


sales 


ed 
had 
the industry in 
Provinces, Offices 
ton and Halifax. 


extensive 


Traveling Sales Clinic 


ot 
its drycleaning dis- 


A series traveling sales 
for 
tributors has been started by 
W. H. Nicholson and Company, 
Wilkes-Barre, Pa The _ first 
meeting of the series was held 
in December at the Atlanta Dis- 
tributing Co., Atlanta, Ga. 
Other clinics will be held dur- 


1959 throughout the coun- 


( linic Ss 


ing 
try 
Members 
team at the 
cluded A. FE. 
dent of the 
Mever. vice president; 
Schlaak, chief engineer of the 
Dry Cleaning Machinery Divi 
sion, and Pete Streiff, dryclean 


Nic holson 


ot the 
Atlanta clinic 
Nicholson, presi- 
R, W. 
Robert 


company; 


ng sales manager, 

Taking part in the clinic from 
Atlanta Distributing Co. 
John Davenport, president; 
Hank DeFreese, vice-president; 


were 





Gil Cox, vice-president; Buddy 
Green, treasurer; Jim Bennett, 
surveying and design engineer: 
Terry Mahaffey, representative- 
engineer, and representatives 
Ernest Settle, Spence Lewis and 
Bill McEuen. 

“Everything new by Nichol- 
son” is the theme of the clinics. 


Prosperity Sales Manager 


HOWARD J. MARTIN 


The Prosperity Company, 
Syracuse, N. Y., has appointed 
Howard J. Martin as general 
sales manager. Mr. Martin was 
formerly sales manager for a 
well-known equipment manu- 
facturer and has had broad ex- 


perience in the drycleaning and 
laundry fields. 

H. G. Cooper, who has been 
the acting sales manager on 
temporary assignment, will re- 
sume his duties as director of 
marketing. 


Kohnstamm Honors Hannan 


J. William Hannan, Chicago 
salesman for H. Kohnstamm & 
Co., Inc., New York, N. Y., was 
recently honored at a testimo- 
nial dinner on the occasion of 
his fiftieth anniversary with the 
firm. The dinner was attended 
by members of the executive 
staff, sales representatives and 
associates in the Chicago office. 
Mr. Hannan was presented with 
a check and a 50-year diamond 
service pin by Robert H. Pul- 
ver, executive vice-president of 
the firm. 


Pantex Names Bonnem 


The promotion of Delmar H. 
Bonnem to manager of the 
Chicago Division for Pantex 
Manufacturing Corporation, 
Pawtucket, R. I., has been an- 
nounced by Marvin Green, vice- 
president and general sales 
manager. 

Mr. Bonnem will direct Pan- 
tex sales and service for cus- 
tomers in the Midwest from the 
company’s divisional headquar- 
ters in Chicago. Mr. Bonnem 
has been a sales engineer with 
the company since October 
1957. Previously he sold equip- 
ment to the drycleaning indus- 
try, specializing in plant lay- 
outs and profit systems, From 
1939 through 1953, Mr, Bon- 
nem owned and operated a 
plant Griffith, 


drycleaning in 


Ind. 


NEW PRODUCTS AND LITERATURE 


Continued from page 4 


easy to operate as a home 
washer, Automatic controls are 
standard, performing all wash 
and extract cycles except for 
manual addition of supplies. 

Adequate lifting ribs assure 
proper washing action, and two- 
speed extraction provides maxi- 
mum moisture removal with 
minimum vibration. The Troy 
WX is now available in 100- 
and 375-pound capacity models 
and will soon be available in 
sizes ranging from 25 to 375 
pounds. 

For further details write to 
Troy Laundry Machinery Divi- 
sion, American Machine and 
Metals, Inc., East Moline, IIl. 


Sanex Booklet on Sales Aids 


A new 24-page _ illustrated 
booklet, offered by the Signal 
Mfg. Co., outlines promotions, 
merchandising and advertising 
ideas for drycleaners offering 
Sanex moth protection. The 
booklet shows sample newspa- 
per mats, direct-mail layouts, 
illustrations of window stream- 
ers, decals, hang tags and other 
merchandising aids which are 
available to users of Sanex at 
no cost. 

The new Super Sanex with 
its Dex antiseptic additive is 
a solvent-soluble concentrate 
developed to mothproof and 
sanitize garments, According to 
the manufacturer, Dex added 
to Sanex safeguards garments 
against mold and mildew and 
protects them from perspiration 
odors developing between dry- 
cleanings. 

The new Sanex is used in the 


wheel and does not contain 


any moisture, It can be run con- 
tinuously on the filter without 
pressure build-up and is not af- 
fected by drycleaning soaps, 
sweetener, charcoal or charged 
systems, Signal states. 

For a copy of the new book- 
let write to Signal Chemical 
Mfg. Co., 5020 Richmond Rd., 
Bedford, Ohio. 


Super Tilt-Out Washer 


Introduction of the Super 
Tilt-Out washer, designed to 
provide maximum efficiency in 
minimum space, has been an- 
nounced by the Super Laundry 
Machinery Company, The ma- 
chines measure up to 60 inches 
in diameter and up to 120 
inches in length. 

Through use of pistons, Su- 
per brings the cylinder and shell 
to a 30-degree tilt-out position. 
The design of the Super Tilt- 
Out permits the cylinder to 
move from the unload position 
to the load position without 
need to inch the cylinder. 

According to Super, the Tilt- 
Out does not require water- 
proof shell doors. To assure 
longer life for both the shell 
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and the cylinder, they are made 
of heavy-gauge stainless steel. 

Super Tilt-Out washers are 
equipped with a motor at each 
end, Two air-operated dump 
valves come as standard equip- 
ment. There is a choice of slid- 
ing and hinge-type doors. 

For further information write 
to Super Laundry Machinery 
Company, 1113 W. Cornelia 
Ave., Chicago 13, III. 


Time Savers 1959 Catalog 


Time Savers, Inc., is now of- 
fering its 1958-1959 catalog. 
The 26-page catalog contains 
many new features on_ shirt 
service specialties including 
newly designed sorting bins, 
folding equipment and a few 
newly designed specialties. A 
couple of newly designed col- 
lar supports are also described. 

For a copy of the catalog 
write to Time Savers, Inc., 83- 
99 Walnut St., Montclair, N. J. 


New Water Tube Boilers 


ft 


Superior Combustion Indus- 
tries, Inc., has announced its 
new packaged water-tube boil- 
er, Model AS, in capacities 
ranging from 4,000 to 13,000 
pounds of steam per hour, The 
basic construction of the boiler 
is the A-type tube arrangement. 

According to its manufactur- 
er, efficient heat transfer, with- 
out baffles and gas-collecting 
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pockets, and protection for re- 
fractory have been achieved. 
The mechanical draft fan is 
mounted at the rear of the boil- 
er, leaving the firing front un- 
cluttered and providing positive 
air cooling of the furnace floor 
and the front firing wall. 

Other features include rotary 
burners, standard on all sizes 
and providing fully automatic 
operation; a large combustion 
chamber designed to permit 
proper flame propagation with- 
out impingement; ftactory-in- 
stalled and piped soot blowers; 
an air-shielded, air-cooled ob- 
servation opening; factory-in- 
stalled feedwater regulator with 
three-valve bypass, and com- 
plete controls to the boiler front. 

For further information write 
to Superior Combustion Indus- 
tries, Inc., 1475 Broadway, New 


York 36, N. Y. 


Troy Air-Operated Folder 


Designed for use with any 
type of flatwork ironer, the new 
Troy Fleximatic Air Jet folder 
has just been introduced by 
Troy Laundry Machinery Divi- 
sion, 

The new folder is available 
in l-, 2-, 3-, 4-, 5- and 6-lane 
models in a new low silhouette 
design which enables the opera- 
tor to see over the folder to the 
ironer,. The new machine elimi- 
nates folding blades; folding is 
done entirely by air, assuring 
more accurate folds on all sizes 
of work, says the manufacturer. 
An automatic stacker is also 
available. 

For further information write 
to Troy Laundry Machinery Di- 
vision, American Machine and 


Metals, Inc., East Moline, Il. 


Instant Dry Bleach 

A new fast-acting powdered 
bleach, said to have superior 
whitening properties, has been 
developed by the Calgon Com- 
pany. 

Called Calgon Instant Dry 
Bleach, the new product is a 
combination of recently devel- 
oped chlorine-liberating mate- 
rial and Instant Calgon. It is 
said to be quick-acting yet 
safe for all bleachable fabrics. 
It is said to have unusual stain- 
removing powers due to the 
dual action of the water condi- 
tioner and the bleach. 

Previously formed lime soap 
deposits are dissolved and con- 
verted to usable and_rinsable 








FLATWORK PRODUCTION 


TIED-DOWN 


BY STRINGS OR TAPES? 


Investigate the New Zeidler 
Stripping and Guide Device 


Eliminate the need for daily re-stringing and 
changing of tapes! Now you can have better fin- 
ishing without downtime. Patented ZEIDLER 
Stripping Device gives you continuous stripping. 
Heat-proof steel bands let you set rolls for proper 
graduation. No string breakage—no marks—no 
wrinkling or cutting. Quickly and easily installed. 
Reasonably priced. Call your jobber, or— 


Write for Facts on ALL these 


ZEIDLER Quality Laundry Specialties: 
¢ Spring Cushions for Ironers ¢ Spring 
Pads for Laundry and Drycleaning Presses ¢ 
“Sur-Drive” Feed Ribbon Kit ¢ Doffer Rolls. 


ZEIDLER MANUFACTURING COMPANY, INC. 
MAMARONECK, NEW YORK 








New! Key-Tag 
2-WAY TRUCK 


30 SECONDS FROM SHELVES TO BINS 


Ideal linen service truck for hospitals, etc. 
Each shelf in turn when emptied drops to 
form bin for soiled linen. Many laundry 
uses. Lifetime all-welded steeftubing con- 
struction with inserted palings for extra 
ruggedness. *s-ton capacity. 5’ x 2’ x 4 
Key -Tag supplies a full line of standard 
and special trucks, tables, fixtures and 
equipment for laundries and linen supply 
services. Write for details. 


THE KEY-TAG CHECKING SYSTEM CO. 


6509 HOUGH AVENUE « CLEVELAND 3, OHIO 
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sodium soap by the new bleach, 
Calgon states. And because of 
its instant solubility and uniform 
dispersive action, the new prod- 
uct provides better starch pene- 
tration and rinsing characteris- 
tics. It is especially effective it 
removing stains and mildew. 

The new bleach is available 
in 25- and 100-pound drums. 

For more information write 
Laundry Department, Calgon 
Company, Box 1346, Pittsburgh 
30, Pa 


New Braun Washer-Extractor 


| Ee F 
G. A. 
nounced the 
250-pound 


combination 


Werner, president of 
Braun, Inc., has an- 
introduction of a 
Braun Unit 


Ww asher-ex- 


new 
Wash 
tractor. 

This most 
of the 375- 
pound Braun combination wash- 
These features in- 


unit incorporates 
features of the 


er-extractor. 
clude off-set, three-pocket, 
nonperforated partitions, out- 
board bearings, top-mounted 
drive and extra heavy construc- 
tion, A special balanced cylin- 
der is designed to assure the 
smoothest possible operation in 
a minimum of floor space. Ac- 
cording to the manufacturer, 
the BUW-250 washer-extractor 
fills the need of commercial 
laundries, linen supply houses, 
diaper plants and hospitals in 
that it effects savings up to 60 


Obituaries 


percent floor space, 50 percent 
labor, 30 percent water, 30 per- 
cent fuel, 40 percent supplies 
and 35 percent mending costs. 

The new Braun Unit Wash 
washer-extractor has been thor- 
oughly field-tested and the re- 
sults of the tests have proven 
equal to those of the BUW- 
375, the company reports. 

For additional information 
write to G. A. Braun, Inc., 461 
Brighton Ave., P. O. Box 


E. 
124, Colvin Station, Syracuse 


4, 
5, N.Y 


Washable-Rug Data Sheet 


“What Is a Good Procedure 
for Washing Tufted Rugs?” is 
the subject of a data sheet just 
issued by Philadelphia Quartz 
Company. The sheet deals with 
classification, procedure and 
supplies with a suggested for- 
mula as a basis for comparison. 

Copies of this question-and 
answer data sheet are availa- 
ble on request to Philadelphia 
Quartz Company, 1158 Public 
Ledger Bldg., Philadelphia 6, 


Pa. 


Metso 200 Folder 


Philadelphia Com- 
pany has issued a folder 
describing the properties of 
Metso 200, sodium orthosilicate, 
and its use in laundry wash- 
rooms. The folder points out 
that the quick detergent action 
is particularly useful in plants 
handling heavily soiled com- 
mercial and linen supplies. Sug- 
gestions for break operations 
(dry or liquid) and stock soap 
solutions are listed. 

Copies of the folder are 
available on request to Phila- 
delphia Quartz Company, 1158 
Public Ledger Bldg., Philadel 
phia 6, Pa 


Quartz 
new 


SSS SSE 


Paul Dudbridge, 69, operator of a laundry in Doylestown, 
Pennsylvania, for the past 45 years, died recently. He was a mem- 


ber of 


is his wife 


Aquetong Lodge, IOOF, 


No. 193, Doylestown, Surviving 


Glenn R. Harris, 66, former president of Meese, Inc., Madison, 


Indiana, died November 27, Mr. Harris served as president of 
the firm from 1932 until his retirement in 1957, and as treasurer 


and consultant thereafter. He is survived by 


and daughter 


his wife, mothe 


Alvin H. Meyer, owner of Wahpeton (North Dakota) Laundry 


and Cleaners, died re« ently. Mr. 


Meyer had succeeded his father, 


Paul, as owner of the establishment. 


Wilbert E. Miller, 63, founder of Wilbert-Miller Company, 


Cleveland, Ohio, distributors of laundry and drycleaning supplies 


and machinery, died in Pompano Beach, Florida, on December 
5. As president and general manager of the firm until his retire- 
ment in 1954, Mr. Miller introduced two- and three-day clinic- 
mart meetings and displays to Ohio plantowners. He was a 
co-founder and president of the Suds Club of Cleveland, past 
director of the Laundry and Cleaners Allied Trades Association, 
and a former member of the Westwood Country Club and Elks- 
Cleveland Lodge. Surviving are his wife and two sisters. 


Otto A. Winterstein, 71, president of Holland Laundry, Inc., 
Philadelphia, Pennsylvania, died recently, Mr. Winterstein was 
also vice-president of St. Mary’s Laundry, Inc., in Ardmore, and 
of the Laundry Owners Board of Trade. He was president of 
the Laundry Owners Mutual, an insurance organization, and of 
the Philadelphia Laundry Owners Exchange. Surviving are a 


brother and sister. 


Texas Laundry and 
Drycleaning Association 
Hotel Texas, Fort Worth, 

Texas, January 15-17, 1959 


Minnesota Institute of 
Laundering and Cleaning 
Nicollet Hotel, Minneapolis, 
Minnesota, January 17-18, 

1959 


National Institute of Rug 
Cleaning 
Mark Hopkins Hotel, San 
Francisco, California, January 


17-20, 1959 


South Carolina Association of 
Launderers and Cleaners 
Poinsett Hotel, Greenville, 
South Carolina, January 30-31, 


1959 


New Jersey Laundry & 
Cleaning Institute 
Essex House, Newark, New 

Jersey, February 7, 1959 


Southwestern Linen Supply 


Association 
Eola Hotel, Natchez, Missis- 


sippi, March 2-4, 1959 


American Institute of 
Laundering 
Atlantic City, New Jersey, 
March 3-4, 1959 


National Institute of 

Drycleaning 

Atlantic City, New 
March 5-8, 1959 


Jersey, 


Massachusetts Laundry 
Owners Association 
Statler Hotel, Boston, Massa- 

chusetts, April 3-4, 1959 


Diaper Service Institute 
of America 
Edgewater Beach Hotel, Chi- 
cago, Illinois, April 12-15, 

1959 


National Association of 
IL Pi 
y 





Managers 
Mayo Hotel, Tulsa, Oklahoma, 


April 23-25, 1959 


Connecticut Launderers & 
Cleaners Association, Inc. 
Hotel Statler, Hartford, Con- 

necticut, April 25-26, 1959 


Maryland, District of 
Columbia & Virginia Laundry 
Owners’ Association 


Williamsburg, Virginia, May 


3-5, 1959 


Linen Supply Association of 
America 
Americana Hotel, Bal Harbor, 

Florida, May 11-14, 1959 


Idaho Launderers and 
Cleaners Association 
Rogerson Hotel, Twin Falls, 


Idaho, May 14-16, 1959 


California Laundry and Linen 
Supply Association 
Awahnee Hotel and Yosemite 
Lodge, Yosemite Valley, Cali- 

fornia, May 16-18, 1959 


Oregon State Laundry 
Owners’ Association 
Timberline Lodge, Timber- 
line, Oregon, May 21-23, 1959 


Ohio Laundryowners 
Association 
Beatley’s on the Lake, Indian 
Lakes, Russell’s Point, Ohio, 

May 22-24, 1959 


Illinois Laundry Association 
lowa Institute of Laundering 
Joint Annual Convention 
Edgewater Beach Hotel, Chi- 


cago, Illinois, May 28-29, 1959 


North Carolina Association 
of Launderers and Cleaners 
Robert E. Lee Hotel, Winston- 
Salem, North Carolina, June 


17-18, 1959 
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CLASSIFIED DEPARTMENT 





10¢ a word for the first insertion and 8¢ a word for each subsequent, consecutive insertion of the same ad. Advertisements set in capitals 
or bold face type 15¢ a word, first insertion, 10¢ a word for subsequent, consecutive insertions. Minimum charge—$2.00 (new or repeat). 
Help Wanted and Situations Wanted ads 5¢ a word for first insertion, 4¢ a word for each subsequent, consecutive 
insertion of same ad. Minimum charge $1.00 (new or repeat). Capitals or bold face type—double these rates. 
Ads including full payment must be in our hands by the first of the months. Payment should 
accompany all orders. Add cost of 5 words if answers are to come to a box number to be 
forwarded by us. Rates are net; not commissionable. 


Mail your box number replies to STARCHROOM LAUNDRY JOURNAL, 305 East 45th St., New York 17, N. Y. 








LAUNDRIES AND CLEANING PLANTS FOR SALE 


SITUATIONS WANTED 





LINEN SUPPLY AND FAMILY PLANT NORTHERN NEW YORK. OWNER 
WISHES TO RETIRE. EXCELLENT OPPORTUNITY FOR AGGRESSIVE 
PARTY. FAST-GROWING AREA. ADDRESS: Box 1866, STARCHROOM 
LAUNDRY JOURNAL. “2 


Laundry and drycleaning plant in Louisiana. Established twenty-six 
years. Building only two years old, in growing community in oil area, 
also nearly completed U. S. Air Base. Wish to retire. ADDRESS: Box 1884, 
STARCHROOM LAUNDRY JOURNAL. -2 


FOR SALE OR RENT. FOUR-STORY BRICK LAUNDRY BUILDING 40,000 
SQ. FT. - 20,000 SQ. FT. GROUND-FLOOR SPACE. EXCELLENT LABOR 
MARKET. 1 - 400 HP. FOSTER-WHEELER BOILER; 1 - 150 HP. CLEAVER- 
BROOKS BOILER; 1- 200 K.W. STEAM GENERATOR; 1 - 180 HP. DIESEL 
ENGINE. WILL REMODEL FOR RESPONSIBLE TENANT. PRICED WAY 
BELOW MARKET FOR QUICK DECISION—BROKERS PROTECTED. BOX 
584, REALSERVICE, 110 WEST 34th STREET, NEW YORK, N.Y. —=1952-2 


Illness of owner necessitates early sale of complete and expanding coun- 
try laundry in New England town with excellent year-round $60,000 
volume business. With double house $52,000—without $40,000. For full 
details write Wheeler & Taylor, Inc., Great Barrington, Mass. 1953-2 


Commercial laundry in town of 22,000. Grossed over $65,000 in 1957. In- 
cluded in price is a 16 Westinghouse coin-operated division and 5 twin 
Cissell tumblers. $55,000 without real estate, $75,000 with real estate. 
Schuette’s Laundry, Columbus, Indiana. 1954-2 


California laundry and drycleaning plant for sale by owner desiring to 
retire. Unusual opportunity to acquire complete facilities and goodwill 
of business in Monterey Bay area, Located on principal street, concrete 
buildings, good architecture, 16,000 sq. ft. Volume $185,000 per year. 
One ownership 45 years. By far leader in community trading area of 
35,000. Easy to expand into linen and industrial supply with population 
of over 300,000 within 45 miles. Not a forced sale. Will deal only with 
reputable persons of established character. A beautiful set-up for some- 
one looking for a high-class business. Bank references, please, when 
answering. ADDRESS: Box 1955, STARCHROOM LAUNDRY JOURNAL. 

-2 


DRYCLEANING AND SHIRT LAUNDRY. DEPRESSION-PROOF WASH- 
INGTON, D. C. Terms to responsible party. Priced less than value of 
equipment, for quick sale. Act now. A man and wife team can step 
right into a profitable business with very little cash. Mr. Peeler, 6502 
Queens Chapel Road, Hyattsville, Maryland 1964-2 








CONSULTANTS 


Surveys of complete plants, of single departments, or individual prob- 
lems. Any type laundry—commercial, linen supply, family, industrial, 
institutional, All phases including methods, incentives, layouts, produc 
tion controls, mechanical, chemical, textile. HARRY COHEN, LAUN. 
DRY MANAGEMENT CONSULTANT, 745 Fifth Avenue, New York 22, 
N. Y. Tel: ELdorado 5-1353. 1612-25 





CONSULTANTS: Costs eat up more than 90° of your revenue. Cut costs 
by $100 week—it’s almost as good as $1,000 sales increase. Put tested 
cost-cutting ideas to work in your plant, Not by swinging the axe—1959 
demands keener precision methods to get real (not imaginary) savings 
20 years of successful laundry management consultant service have 
taught us how to help you. Pick our brains for your own benefit. Let's 
talk it over—no charge. VICTOR KRAMER CO., INC., Laundry Manage- 
ment Consultants, 545 Fifth Avenue, New York 17, N. Y., Tel: MU-7-5440. 

1962-25 


January, 1959 


SALES AND ADVERTISING MANAGER—excellent executive background 
in all phases of laundry and drycleaning merchandising. Interested in 
position with top-quality, sales-minded firm located in West or Middle 
West. ADDRESS: Box 1947, STARCHROOM LAUNDRY JOURNAL. 5 


Laundry and drycleaning manager desires position with future, capable 
of handling large volume, years of proven experience in all departments 
Best references. ADDRESS: Box 1948, STARCHROOM LAUNDRY JOUR- 
NAL. 5 


Production manager or supervisor and training employees. Previous 


owner with 35 years experience in all phases of laundry, some dryclean 
ing. Able to get quality work at reasonable cost. ADDRESS: Box 1950, 


STARCHROOM LAUNDRY JOURNAL. 5 


MANAGER FOR LAUNDRY AND DRYCLEANING PLANT. Age 35, will 
assume complete responsibility of entire plant operations. Previous 
owner-manager. A.I.L. graduate. Experienced with small to large plants 
Excellent references. Capital available to invest in a good plant with 
opportunity to purchase part or whole in future years, if situation war 
rants. ADDRESS: Box 1959, STARCHROOM LAUNDRY JOURNAL. 5 


Route Sales Supervisor: Desires position with a progressive concern. | 
have a college education with 20 years of laundry and drycleaning ex 
perience. I also can furnish the best of references, personal and business 
qualifications. ADDRESS: Box 1960, STARCHROOM LAUNDRY JOUR- 
NAL. 5 








HELP WANTED 





MANAGER FOR INDUSTRIAL LAUNDRY. Are you aggressive—do you 
want to increase your income? We want men with managerial experi- 
ence in the industrial laundry and linen supply industry. Communicate 
with National 1100 Sherman Avenue, Elizabeth, 
N. J. 1672-7 


SALESMAN FOR GREATER CHICAGO AREA—to commercia! laundries, 
institutions, linen supply houses for national manufacturer of washroom 
supplies. At least two years laundry experience necessary—need not 
have been in sales. Must live in Chicago area. Salary plus bonus plus 
car plus expenses. Write, giving complete resume. ADDRESS: Box 1897, 
STARCHROOM LAUNDRY JOURNAL. 7 


MINT, the only bonded employment agency specializing in the place 
ment of personnel in the laundry and drycleaning field exclusively, is 
now expanding its services nationally. POSITIONS available throughout 
U.S.A. Register with us at once. Simply mail your resume or letter to us 
stating your qualifications and application will be forwarded to you 
immediately. Interview will be arranged promptly. All correspondence 
and contacts will be STRICTLY CONFIDENTIAL. NO CHARGE for regis 
111 West 42nd Street, New 

1961-7 


Industrial Laundries, 


tration. Write to Mint Personnel Specialists, 


York 36, N. Y., Tel. LOngacre 3-0021 


LAUNDRY AND DRYCLEANING PRODUCTION MANAGER: Must be 
capable of taking full charge over both laundry and drycleaning pro 
ductive plants of a well-established firm with an annual volume of 
$375,000. Applicant should be thoroughly familiar with methods simpli 
fication and the standard hour wage incentive plan, Very good starting 
salary plus generous weekly bonus for control of productive payroll and 
supply costs, Give full particulars as to age, education, full experience, 
employer references, credit, photo, replies confidential Position now 
Wm. B. Calwell, Pilgrim Launderers & Cleaners, 
1965-7 


open. Please write Mr 


2179 N. Illinois Street, Indianapolis, Indiana 








PROFESSIONAL NOTICES 


CARRUTHERS’ BULLETIN—the statistical Bulletin for the 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely intere-* 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. sohn Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical or,unization affiliated with John Carruthers & Com- 
pany, Boston, Hartford and 


Washington. 201-27 





laundry and 


Accountants and Management Consultants, 


ae 
fe 

















BUSINESS SERVICE 


Double-breasted suits made single. $9.95. Wholesale by mail or tailoring 
any kind, Talis, 11 Pleasant Street, Worcester, Mass. 1912-10 











MISCELLANEOUS MERCHANDISE FOR SALE 


LAUNDRY LISTS—4'/, x 11”—$1.50 per 1,000 in 15,000 lots. White 16 lb. 


bond. Park Printing, 1323 Pennsylvania Avenue, Pittsburgh 33, Pa. 
1799-45 





SPECIAL OFFER, FINE QUALITY 24 x 36 NYLON LAUNDRY NETS, ONLY 
$13.50 DOZEN. SEND $1.25 FOR SAMPLE NET. L. S. SUPPLY COMPANY, 


211-57 18th AVENUE, BAYSIDE 60, N. Y. 1914-45 
LAUNDRY PIN MARKING SETS. 24 trays per set, 20 pins per tray. 2” 


pins marked ‘‘Fi"’ thru ‘’F24."' Each set contained in metal carrying 
case. New Government surplus, manufactured by Keyes-Davis. Price $15 


per set, Oldfield Equipment Company, Cincinnati 16, Ohio. 1963-45 








SUEDE AND LEATHER SERVICE 


Wholesale leather and suede cleaning, redyeing, refinishing. Hun- 
dreds of satistied customers in every state. Open account. Try our 
exclusive DAVOTEX process. You will become a regular customer. 
C. ©. D. CLEANING & DYEING CO., 1430 Harrison St., Davenport, 
654-13 





Iowa. 


SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed 'FRENCH- 
TEX’ process. Jackets—$5, coats—$10. LaFRANCE DYE HOUSE, 7606 
Carnegie Ave., Cleveland 3, Ohio, ‘‘Members of the S.L.R.A."’ 1930-13 








REPAIRS — PARTS — SERVICE 
REPAIR PARTS FOR ASHER IRONERS, GEARS ALL SIZES. Expert service 


men. full line of Asher ironers rebuilt by men who know how. 
BAEHR LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J. 
1228-37 











MACHINERY FOR SALE 


PROSPERITY TWO-GIRL SHIRT UNITS, rebuilt and guaranteed. Talley 
L dry Machi y Co., Gr boro, N. C. 1269-4 








26” HUEBSCH HANDKERCHIEF IRONERS with fluffers, like new. Talley 
L 


dry Machi y Co., G boro, N. C. 1267-4 








UNIPRESS TWO-GIRL SHIRT UNIT, rebuilt. Talley Laundry Machinery 
Co., Greensboro, N. C. 1277-4 
30 x 30 AMERICAN STAINLESS-STEEL WASHERS, excellent condition. 
Talley Laundry Machinery Co., Greensboro, N. C. 1278-4 
AMERICAN and TROY 5-ROLL 100” IRONERS, ironing goods on both 
sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6766-4 
CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS, CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9706-4 


TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6618-4 


WOOD WASHERS REBUILT WITH ALL NEW WOODWORK AND 
EQUAL TO NEW IN EVERY RESPECT. 30 x 30”, 36 x 54”, 42 x 72” and 
44 x 84”. Ready for immediate delivery. CUMMINGS-LANDAU Laundry 
Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6661-4 


8-ROLL 120” AMERICAN and TROY IRONERS. REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 


AMERICAN 4-ROLL 100” and 120” STANDARD FLATWORK IRONERS. 
COMPLETE WITH VARIABLE-SPEED MOTORS. NEW MACHINE GUAR- 
ANTEE. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. Y. 
9318-4 


THE 
MARK 
RECORD 
SHEET 


is a great check against 
inaccurate marking. 


Records the marks used 


in all bundles; 


permits location of lot 
for all marks. 


Used for years by hundreds of 
laundries 


* 


Prevents duplication of marks; 
Avoids mixup of garments; 


Aids and simplifies sorting; 
Used in any marking system; 
Precludes thievery. 


* 


PRICE per thousand 
5,000 or more, per thousand 6.50 


* 


SAMPLES FREE(AII shipmentsC.O.D. 


unless check accompanies order.) 


STARCHROOM 
LAUNDRY JOURNAL 


305 East 45th Street, New York 17, N. Y. 
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MACHINERY FOR SALE (Cont'd) 





48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3-, 6-, or 9-COMPARTMENT 
STAINLESS-STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 


ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 





15 POUND AMERICAN AND HOFFMAN MONEL METAL OPEN END 
WASHERS, MOTOR DRIVEN, 36” x 30” HUEBSCH AND AMERICAN 
OPEN END TUMBLERS. GAS AND STEAM HEATED. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 597-4 





40” AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40” HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 


TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 








MONEL METAL WASHERS, AMERICAN CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48”, 30 x 30”, 24 x 36”, 24x 24”, RE- 


BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y. 693-4 


60” AMERICAN ZEPHYR, HOFFMAN AMICO AND TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKETS. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y, 600-4 





AMERICAN TILTOR 4-GIRL SHIRT UNIT. THOROUGHLY REBUILT IN 


NEW MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 


Brooklyn 6, N. Y. 


313 Ten Eyck Street, 
9014-4 





48” VIERSEN HIGH-SPEED and 48” TOLHURST, DIRECT MOTOR- 
DRIVEN EXTRACTORS. Ready for immediate delivery. CUMMINGS- 
LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, Brooklyn 
oe. F. 4855-4 





24 x 120” RETURN-FEED SUPER IRONER, MOTOR-DRIVEN. PRICED 
RIGHT, CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
St., Brooklyn 6, N. Y. 9795-4 





AMERICAN and TROY 26” and 28” EXTRACTORS, BELT or MOTOR 
DRIVEN WITH NEW ELECTRICAL EQUIPMENT. READY FOR PROMPT 
DELIVERY. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
Street, Brooklyn 6, N. Y. 6868-4 





HUEBSCH 25” COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 


DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 





PROSPERITY POWER CIRCLE AND UNIPRESS LATEST TYPE 4-GIRL 
SHIRT UNIT FOR COMPLETE MACHINE FINISHED SHIRTS. CUMMINGS- 
LANDAU Laundry Machinery Co., 305 Ten Eyck Street, Brooklyn 6, N. Y. 

9952-4 





MODEL 75, AMERICAN VACUUM STILL, COMPLETE WITH MOTOR- 
DRIVEN PUMP. 6—NATIONAL HAND AND POWER MARKING MaA- 
CHINES. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 


St., Brooklyn 6, N. Y. 984-4 








AMERICAN 120’, 12-ROLL IRONER, THOROUGHLY REBUILT; IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
me Ee 647-4 


48’’ HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6983-4 





16x100” AMERICAN 41210 RETURN FEED FLATWORK IRONERS, MOTOR 
DRIVEN. PROSPERITY SUPER SPEEDSTER AND AMERICAN SUPER 
ZARMO 51” BODY PRESSES. VERY REASONABLY PRICED. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6914-4 


January, 1959 


Five 42 x 84” AMERICAN MASTER CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6910-4 


HIGH-SPEED EXTRACTORS, AMERICAN 17” MONEX 15” and 17” 
BOCK 20” HOFFMAN WITH MONEL BASKET. CUMMINGS-LANDAU 


Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6864-4 








30” EXTRA DEEP AMERICAN or TROY EXTRACTORS, with NEW elec- 
trical equipment. EVANS AUTOMATIC SHIRT STARCHING MACHINE. 


CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 4753-4 





40” TROY and TOLHURST, direct motor-driven and belt-driven extrac- 
tors. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 3135 Ten Eyck 
Street, Brooklyn 6, N. Y. 4755-4 





2-ROLL 100”, 110” and 120’ AMERICAN AND CL RETURN-FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laun- 


dry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 





PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 9942-4 


PROSPERITY LATEST TYPE SPORT SHIRT UNIT, complete with TUMBLER 
AND DRYSET VACUUM UNIT. Used less than one year. Equal to new 
in every respect. Cummings-Landau Laundry Machinery Co., 305 Ten 
Eyck St., Brooklyn 6, N. Y. 1537-4 


American and Hoffman 140F drycleaning units, complete in every re- 
spect, New-machine condition, at considerable saving over new-equip- 
ment price. Cummings-Landau Laundry Machinery Co., 305 Ten Eyck 
Street, Brooklyn 6, N. Y. 1538-4 


ASHER ironers 48 x 120, 32 x 120. Rebuilt, big stock, terms. Baehr Laun- 
dry Machine Company, 29 Calumet Street, Newark 5, N. J. 2240-4 


AMERICAN IRONER, 2-roll 100”, rebuilt in A-1 condition, TALLEY 
LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 1804-4 


Five TROY 48” open-top extractors at a bargain price. TALLEY LAUN- 
DRY MACHINERY COMPANY, Greensboro, N. C. 1806-4 


PROSPERITY and AJAX air-driven utility presses. TALLEY LAUNDRY 
MACHINERY COMPANY, Greensboro, N. C. 1808-4 


Six-roll 120” AMERICAN, PARAMOUNT, SMITH-DRUM rebuilt ironers. 
TALLEY LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 1810-4 


42 x 84 and 42 x 96 AMERICAN and HOFFMAN rebuilt washers—in ex- 
cellent shape. TALLEY LAUNDRY MACHINERY COMPANY, Greensboro, 
N. C. 1811-4 


AMERICAN MASTER CASCADE, DOUBLE-END-DRIVEN, CONVERTED 
TO SILENT CHAIN DRIVE AND ‘’V’’ BELT DRIVE AT MOTOR, 44 x 96”, 
44 x 108”, 44 x 120” MONEL METAL WASHERS with 3 and 4 pockets. 
CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1726-4 


AMERICAN STREAMLINED 6-ROLL IRONER, WITH HAMILTON SPRING 
PADDED ROLLS AND VACUUM DEVICE. IN NEW-MACHINE CONDI- 
TION. CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 1729-4 


PROSPERITY 51” wearing apparel presses. Power Circle, rebuilt. TAL- 
LEY LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 1803-4 


AMERICAN, TROY AND SMITH-DRUM MONEL METAL WASHERS. 
MOTOR-DRIVEN, 42 x 96’ 2-POCKET and 3-POCKET; 42 x 72” 2- 
POCKET, CUMMINGS-LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 

1730-4 

















MACHINERY FOR SALE (Cont'd) 





PURKETT 72” HEATED CONDITIONING TUMBLER, COMPLETE WITH 
CONVEYOR. IN EXCELLENT OPERATING CONDITION. CUMMINGS- 


LANDAU, 313 Ten Eyck St., Brooklyn 6, N. Y. 


1731-4 


6—AMERICAN SUPER-ZARMO DUCK COAT PRESSES; 4 AMERICAN 
FOLDMASTERS, EITHER FOR 7” or 8” FOLD. CUMMINGS-LANDAU, 
313 Ten Eyck St., Brooklyn 6, N. Y. 1733-4 


UNIPRESS CABINET SHIRT UNIT, CONSISTING OF: CABINET BOSOM, 
CABINET SLEEVER, SPECIAL YOXE PRESS AND AUTOMATIC FOLD- 
ING TABLE. EQUAL TO NEW IN EVERY RESPECT. CUMMINGS-LANDAU 
LAUNDRY MACHINERY CO., 305 TEN EYCK ST., Brooklyn 6, N. Y. 

1739-4 


$6 x 30 HUEBSCH GAS-FIRED TUMBLERS, like new. Talley Laundry Ma- 
chinery Co., Greensboro, N. C. 1279.4 


HOFFMAN X MODEL PRESSES, factory rebuilt. Talley Laundry Machin. 
ery Co., Greensboro, N. C. 


40” and 48” AMERICAN all stainless-steel open-top extractors—perfect 
shape. TALLEY LAUNDRY MACHINERY COMPANY, Greensboro, N. C. 
1802-4 


IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has available American Notrux extractor; 
American 8- and 6-roll ironer; American Cascade 42 x 84; also 9-pocket 
stainless washer; Hoffman drycleaning and laundry washers, Pellerin- 
Milnor automatic washers; Hoffman and American 30, 48, and 60” ex- 
tractors for laundries and cleaners; Hoffman 140F and synthetic cleaning 
unit, Also Prosperity, Mercury, Manitowoc, Columbia, Butler, Sec-O-Matic 
synthetic units with Hoyt solvent saver; Prosperity 2-girl shirt unit, Ben- 
dix washers, Bock extractors, Huebsch tumblers for launderettes. 1722-4 





IMPERIAL CLEANING MACHINERY COMPANY, 12! Greenpoint Ave., 
Brooklyn, N. Y. EV-9-6585, has Sec-O-Matic synthetic unit with solvent 
saver—Mercury—140F unit—60 lb. automatic unit—10 lb. Columbia unit. 

1723-4 


IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV-9-6585, has available laundry and drycleaning equip- 
ment from several modern plants. Prices reasonable, with terms. Request 
availability list without obligation. 1724-4 


IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV-9-6585, has large stock of new and rebuilt equipment, 
reasonable prices and terms, one-year guarantse. Individual machines 
or complete plants for laundiy, synthetic or petroleum, also launderette. 
List the machines you have for sale with us. 1725-4 


ONE—AMERICAN FULLY AUTOMATIC WASHWHEEL FORMULA CON- 
TROL MODEL 050M. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck Street, Brooklyn 6, N. Y. 1900-4 


AMERICAN FORMATIC DUCK COAT UNIT COMPLETE. IN EXCELLENT 
CONDITION. Used about year and half. CUMMINGS-LANDAU, 305 Ten 
Eyck Street, Brooklyn 6, N. Y. 


42 x 84 American Cascade Monel washer, two pockets, motor-driven, in 
excellent shape, thoroughly rebuilt, trade-ins accepted. Liberal terms. 
D'Angelo & Ash, Inc., 301 Beach 71st Street, Arverne 92, N. Y. 1931-4 


36 x 64 American Cascade washer, two pockets, motor-driven. A modern 
labor-saving machine at a fraction of new price. D'Angelo & Ash, Inc., 
301 Beach 71st Street, Arverne 92, N. Y. 1932-4 


48” Hercules open-top type extractor. Heavy sturdy machine and a 
splendid buy. Bargain. D'Angelo & Ash, Inc., 301 Beach 71st Street, 
Arverne 92, N. Y. 1933-4 


American six-roll ironer, in unusually good shape, an outstanding buy. 
We ship all over the country at our low prices. D'Angelo & Ash, Inc., 
301 Beach 71st Street, Arverne 92, N. Y. 1934-4 


Prosperity presses, late PC models, wearing apparel and all combinations 
of shirt units, two-girl, three-girl, tour-girl. Carefully rebuilt at amazing 
low prices, terms, and trade-ins accepted. D'Angelo & Ash, Inc., 301 
Beach 7ist Street, Arverne 92, N. Y. 1935-4 





Prosperity automatic shirt-folding table. A fine labor-saving item at a 
fraction of new price. D'Angelo & Ash, Inc., 301 Beach 71st Street 
Arverne 92, N. Y. 1936-4 


Prosperity cabinet sleever, late model, very good shape. A real buy 
D'Angelo & Ash, Inc., 301 Beach 71st Street Arverne 92, N. Y. 1937-4 


American return-type ironers, model #41210, 100-inch size. AC motor 
driven. A fine machine for the small plant or drive-in. D'Angelo & Ash, 
Inc., 301 Beach 71st Street, Arverne 92, N. Y. 1938-4 


A fine line of modern petroleum drycleaning equipment, washers, ex 
tractors, tumblers, filters, etc. Get our prices before purchasing. D'Angelo 
& Ash, Inc., 301 Beach 71st Street, Arverne 92, N. Y. 1939-4 


36 x 54 American Norwood Cascade washer. Late model. AC motor-drive 
Outstanding value in this popular size washer. D'Angelo & Ash, Inc. 
301 Beach 7\1st Street, Arverne 92, N. Y. 1940-4 
FOLLOWING EQUIPMENT BEING LIQUIDATED AT PULLMAN LAUN- 
DRY, WASHINGTON, D. C. ALL IN GOOD MECHANICAL AND OPER- 
ATING CONDITION, with 220 volt, 3 phase, electric motors. 7—42 x 84” 
TROY MONEL METAL two-compartment 2-door washers, $1,500 to 
$1,600 each. Two 110” TROY 6-roll STREAMLINED IRONERS $1,250 each. 
42 x 120” Ellis Dryer $600. ALBA single lane SHEET FOLDERS, 110” 
$400, 120” with STATIC eliminator $650. TO APPRECIATE VALUE, REC- 
OMMEND INSPECTION. CUMMINGS-LANDAU, 305 Ten Eyck Street, 
Brooklyn 6, N. Y. 1943-4 


48 x 84” AMERICAN ROTAIRE CONDITIONING TUMBLER. IN VERY 
GOOD MECHANICAL CONDITION. CUMMINGS-LANDAU, 305 Ten Eyck 
Street, Brooklyn 6, N. Y. 1944-4 


5 Huebsch or American Zone-Air open-end tumblers. AC 220 volt, 3 
phase, 60 cycle, practically new. Available, immediate sale. Special 
price $225 each. ADDRESS: Box 792, STARCHROOM LAUNDRY JOUR 
NAL. -4 


WASHERS; 54x 120” nine-pocket Ellis stainless washer; 48 x 84” six- 
pocket MONEL washer, LOW-LOW BARGAIN PRICE; 42 x 72” Troy and 
Hoffman Silvercrest MONEL washers; 42 x 96” and 84” Troy and Smith 
Drum MONEL washers, PRICE $1,895 each; 42 x 42” and 54” Champion 
Cascade washers; FLATWORK IRONERS; American and Troy 8, 6, 4 and 
2-roll; 8-roll 120” American Standard; EXTRACTORS; 54” and 50” Amer- 
ican Notrux; 48” American OPEN-TOP, MONEL basket; 30” to 20” solid- 
curb extractors. ALL EQUIPMENT IN FIRST-CLASS RUNNING CONDI- 
TION, motor-driven, motor electrical specifications to meet the 
requirements. WILLIAMS LAUNDRY MACHINERY CO., INC., 37-37 
Ninth Street, Long Island City 1, N. Y., STillwell 6-6666. 1906-4 


SAGER ‘’B’’ SPREADER—with extra set of belts and three shake-out carts 
Excellent condition. $650 or best offer. Senate Laundry, 30 ‘‘O”’ St., S.E., 
Washington 3, D. C., Phone LI 4-1117. 1956-4 


WHILE ATTENDING THE N.I.D. CONVENTION, PLEASE STOP AND SEE 
US IN BOOTH 606 to 609. We shall be glad to give any details desired 
regarding any of our equipment. Furthermore, we shall be very happy 
to give you details of construction of the INDESTRUCTIBLE stainless-stee! 
washers which we manufacture, and which are sold WITH A 5-YEAR 
GUARANTEE. At least one of these washers will be on exhibit at our 


booths. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. ¥ 
1957-4 


Two rebuilt ‘‘Wrap-O-Matic’’ machines are immediately available at sub- 
stantial savings. Write or call Rosenthal Mfg. Co., 5033 N. Kedzie Ave- 
nue, Chicago 25, Illinois., Tel. INdependence 3-1119. 1958-4 








MACHINERY WANTED 


WANTED, MONEL METAL WASHERS, all sizes, and any other laundry 
equipment. Interested in buying entire plants for export, highest prices 
paid. ADDRESS: Box 874, STARCHROOM LAUNDRY JOURNAL. -3 





Six- and eight-roll IRONERS. All makes and sizes; 54”, 50” and 48” 
Notrux extractors; eight- and six-roll American or Troy ironers. Highest 


prices paid! ADDRESS: Box 1414, STARCHROOM LAUNDRY JOURNAL 
3 
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TEXTILES 


In this issue you'll find Chap- 
ter One in another JOURNAL 
exclusive . . . a six-months’ 
series on laundry textiles . . 
covering how all kinds of tex- 
tiles are used in production for 
economy, efficiency and qual- 
ity results 


It’s a continuing feature laun- 
dry buyers will read and refer 
to again and again... an ex: 
cellent background for textile 
manufacturers’ advertising 
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Where Credit Is Due 


To the Editor: 

I have read with interest your very 
constructive editorial appearing in 
the November issue of STARCHROOM 
LAUNDRY JouRNAL. Naturally those of 
us concerned appreciate this recog- 
nition of the efforts to improve per- 
formance of route salesmen. 

In my opinion the cooperation of 
union and management establishes an 
important precedent, It is further sig- 
nificant that a particular leader, Louis 
Simon, led his union, The Amalga- 
mated Laundry Workers, to go much 
further than any other union has thus 
far gone. | am wondering if vou 
wouldn't find an opportunity to men- 
tion this fact, especially since he 
really initiated the entire program. 
One other point is that the program 
is run under the auspices of the in- 
dustry’s Joint Board, not under the 
College, nor is it given at the College. 

Again thanks for vour interest. 

Rosert A. Love 
New York. N. Y. 


To the Editor: 

We note with pardonable pride 
your STARCHROOM Editorial in the No- 
vember 1958 issue. It is captioned 
‘““Union-Management Relations at 
Best” and speaks of “an unusual in- 
stance of union-management coopera- 
tion currently taking place in New 
York City,” referring to the current co- 
sponsoring by union-management of a 
sales course for route salesmen. 

It seems only fair, however, that the 
union mentioned should have been 
specifically identified as the Amalga- 
mated Laundry Workers Joint Board, 
Amalgamated Clothing Workers of 
America, AFL-CIO, especially — in 
view of the recent notorieties which 
some unions have received. Since 
among those unions condemned there 
were those who had “Laundry Work- 
ers Union” as part of their name, it is 
only fitting that the public should be 
given the opportunity to clearly distin- 
guish in its mind that the Amalgamat- 
ed Laundry Workers Union stands for 
clean, progressive and forward-looking 
trade unionism. 

We of the Amalgamated Laundry 
Workers Joint Board not only take 
pride in our union-management rela- 
tions but also in the industrial and so- 
cial welfare gains that have been 
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achieved where this union has juris- 
diction. 
Louis Simon, Manager 


New York, N. Y. 


Everybody Likes Slings 


To the Editor: 

In the current [November] STARCH- 
ROOM there is a very interesting article 
beginning on page 42, entitled, “We 
Like Extractor Slings.” 

If possible we would like to get a 
couple of dozen copies or reprints of 
this article. We have recently become 
interested in selling them and we 
have use for about two dozen copies 
of the complete article, including the 
pictures on pages 44 and 45. 

C. G. JOHNSON 
American Associated Companies 
Atlanta, Ga. 


To the Editor: 

On page 45 of the November issue 
at the end of your article “We Like 
Extractor Slings” you mentioned that 
data concerning the manufacturers of 
the different equipment needed in 
connection with extractor slings is 
available upon request, Any informa- 
tion you can send me along these lines 
will be appreciated. 

EDWARD STURGIS, JR. 
President, Dy-Dee Service, Inc. 
Brookline, Mass. 


To the Editor: 

Please send us the names of the 
manufacturers of slings, sling con- 
tainers and special extractor covers 
as described in your article in your 
November issue. 

J. P. SHEEDY 

New Method Laundry Co. Limited 

Toronto, Ont.. Can. 


To the Editor: 

With reference to your article on 
extractor slings, will you kindly fur- 
nish the writer with full detailed in- 





Let’s Hear From You... 


We welcome your inquiries, your 
views about every phase of the laun- 
dry industry, your problems and your 
solutions to problems. Address letters 
to: 

The Editor 


Starchroom Laundry Journal 
305 East 45th Street 
New York 17, .N. Y. 











formation regarding the manufacturer 

of slings and sling containers and 

special extractor covers as described 
in this storv. 

Rospert H. DuNHAM 

Assistant Vice-President 

Tingue, Brown & Co. 

New York, N, Y. 


To the Editor: 

A good customer of ours has be- 
come interested in the extractor slings 
mentioned in article, “We Like Ex- 
tractor Slings,” in your November 
issue, 

He would like to know where to 
obtain these and approximate cost of 
same. 

H. M. Hopkins 

Manager, Louisville Branch 
Yarbrough Supply Company, Inc. 
Louisville, Ky. 


School of Laundry Management 


To the Editor: 

Would it be possible for you to 
give us the address of the laundry in- 
stitute where a course is given on 
complete laundry service? We have an 
employee who would be interested in 
taking the course and we would ap- 
preciate it if you would advise us at 
your earliest convenience. 

Roppy CHOQUETTE 
President, Crown Laundry Company 
Westmount, Que., Can. 


See story in November issue. 
—EpIToR 


Coin-Op Competition 


To the Editor: 
A recent issue of Barron’s featured 
a report on automatic laundries. In 
this article, they mentioned your 
monthly publication STARCHROOM 
LAUNDRY JOURNAL. At the present 
time, I am considering investing in a 
coin-operated laundry. As such, I 
would appreciate a recent issue of 
your publication. 
Thank you for your attention to this 
item. 
RICHARD C, DONOVAN 
Muskegon, Mich. 


The above-mentioned article 
brought a rash of inquiries to our door 
from professional men. Most of whom 
were interested not in one coin-op but 
a chain of them.—Eprtor 


STARCHROOM LAUNDRY JOURNAL 











ELLIS 54x108 Full Auto 
matic Unloading Type 
Washer . . . with Central 
Supply System shown in 
diagram 


Besides the consistent savings in washing supplies, 
as shown in this letter, there are other big produc 
tion economies assured by ELLIS full automatic Un 
loading Washers with Central Supply System 


Faster loading and unloading 

More washer loads per day 

Minimum man-hours per machine 
Low maintenance and operating costs 
Uniform high quality work 


Under today's competitive conditions, you need this 
modern type ELLIS Full Automatic Unloading Washer 
with Central Supply System to help maintain your 
profits .. . and be able to expand your plant capacity 


at least expense. 


Ellis equipment is designed to fit the layout 
of large or small plants, Tell us your require 
ments. 


RIER CG. 


"ORTH CR AW FOR D AVEN U €E 


Cor NA aad CHICAGO Eel Ears 


Mr. George W. Kriegh, Pacific Coast Representative of The Ellis Drier Co., 1786 N. Spring St., Los Angeles 31, Calif. 








DOES THE COMPLETE JOB...ALONE | 


@ Your Cowles Technical Man will be 
glad to demonstrate a//-the-way-thru 
washing with DRISUDZ in your plant. Packed in multiwall paper bags, 100 Ibs. net 
Call him today through your Cowles and in Leverpak drums, 250 Ibs. net 
Dealer or write us. 





CHEMICAL COMPANY 


7O16 Euclid Ave. « Cleveland 3, Ohio 








